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Darex Welting helps to keep welt shoes for children, 
misses, and women in the volume-price range. Darex 


Welting has been used successfully on millions of pairs 
of peowrcie one PND eel Re 8 goodyear welts in 
in adequate for 


Ra 


a 








EXECUTIVE OFFICERS 
EVERIT B. TERHUNE, President 


VICE PRESIDENTS 
Bernard C. Bowen Hugh M. Bowen 
Gordon Scott 
Everit B. Terhune, Jr., Advertising Manager 
EDITORIAL STAFF 
Raymond L. Fitzgerald, Editor 
John J. Reilly, Art Editor 
Owen A. Thomas, Research Editor 
Eleanor M. Rutledge, Fashion Editor 
Anne R. David, Assistant Editor 
E. G. Anderson, Associate Editor 
Herbert 8. Goodridge, Make-up Editer 
Martin Kern, News Representative 
Beth Hollinger, Fashion Assistant 
in the Nation's Service, John F. W. Anderson 


WASHINGTON STAFF 
L. W. Moffett Eugene J. Hardy Karl Rannels 
H. R. Terhune, Contributing Field Editor 


ADVERTISING STAFF 
Robert Lewis Stephenson 
100 East 42nd St., New York 17, N. Y. 
Telephone: Murray Hill 5-8600 
8. C. Bowen 
209 S. State St., Chicago 4, Ill. 
Telephone: Wabash 8058 
Hugh M. Bowen 
1221 Locust St., St. Louls 3, Mo. 
Telephone: Central 9698 
Gordon Scott 
10 High St., Boston 10, Mass. 
Telephone: Liberty 4460 
Clarence R. Heyde 
Chestnut & Séth Sts., Philadelphia 39, Pa. 
Telephone: Sherwood 1424 
Harry R. Terhune 
201 Oceano Drive, Los Angeles 24, Cal. 
Telephone: Arizona 36270 


Member Audit Bureau of Cir 


Vol. CXXX, No. 2 
June 15, 1946 


Washington Newsreel 

Voice of the Trade 

Shoe Group Perfects Promotion Plan 
Slippers Go the Glamour Way 

The Last Must Be First _... 

Baltimore Store Puts on Modern Dress . 
Jack of All Trades—And Master Too ... 
Shoe News Pictorial ...... 

Circus Atmosphere Attracts Young Folks 
Editorial Outlook 

Manufacturing and Markets _. 

Review of the Retail Trade _.. 

Shoe News ....... 

News of Salesmen wt Sadia 


. 


Copyright 1946 by Chilton Company (Inc.) 


Owned and Published by 
® CHILTON COMPANY (INC.) © 
Executive Offices 
Chestnut and Séth Streets, Philadelphia 39, Pa. U. S. A. 
Officers and Directors 
JOSEPH S. HILDRETH, President 
VICE PRESIDENTS 


EVERIT 8. TERHUNE J. H. VAN DEVENTER Cc. S. BAUR 
P. M. FAHRENDORF JULIAN CHASE 


WILLIAM A. BARBER, Treasurer JOHN BLAIR MOFFETT, Secretary 
THOMAS L. KANE G6. C. BUZBY HARRY V. DUFFY CHARLES J. HEALE 


- WILLIAM H. VALLAR, Asst. Treas. 
PAUL WOOTON, Washington Member of the Editorial Board’ 


Salers, Sogn Yearly Subscription Price: United States and Possessions, 


culations. Associated 
Mexico and Cuba, $3.00; Canada, $3.50; Foreign, $10.00. Single copy, 25 cents. 


me ad oer os 





Mashiieuglone Newsreel- 


a 








by EUGENE J. HARDY 


A rise in the footwear price s is seen in the offing at OPA 
as a result of last week's 6 recent increase in the price of tanned leathers 
and the 10 percent boost in goat and kid leather prices. In announcing these, OPA 
said they would not result in an immediate rise in the prices of shoes, however. 

OPA officials, nevertheless, privately stick to their view that "a 
rise in the price of leather is the only factor which will eventually force an 
upward revision of all shoe prices, under the present system of price control." 
Of course, Congressional approval of the OPA extension bill in its present form 
would force OPA to lift controls on shoes. A rise in prices would naturally 
follow, but in this case it would be uncontrolled. 

Assuming that OPA is extended in a form which would permit continued 
control of shoe prices, there are several signs which indicate a price rise. 

On June 4 a group of prominent shoe manufacturers met with OPA Admin- 
istrator Paul Porter and Deputy Stabilization Director James Brownlee to urge 
immediate action on the increase in tanners' prices, since the delay was holding 
up deliveries of leather. The group also asked OPA to consider simultaneous 
action on upping footwear prices. OPA would not agree to this, but gave 
definite assurances that action would be taken soon. 

The price agency has been working feverishly to complete studies of 

the industry's présent position. While the studies were not completed at the 

time of this writing, OPA officials say there is no doubt that the increase in 
leather prices will be reflected in the prices of footwear. 

Actually, OPA could not require complete absorption by the manufac— 
turers of the recent increase in leather prices, as well as additional increases 
which will EEA be necessary, and still maintain the industry's 1936-39 
profit level, since the percent increase authorized earlier this year only 
took into account cost increases up to the end of the war. 

OPA has in mind a new regulation for computing footwear prices on a 
cost plus basis. For all practical purposes this would break the shoe price 
line which has been tightly held by OPA for the past four years. 

However, retailers would not be required to absorb any additional in- 
creases in the price of shoes, since there is general feeling at OPA that the 
trade has reached the limit of its absorptive capacity. 

* * * 

An up-to-date revision of the Department of Commerce booklet "Boot and 
Shoe Industry Statistics" will be out before the end of this month. Prepared 
by J. G. Schnitzer, ief of the Leather*Unit, and his assistant, Annette L. 
Hunter, the first copy of this study printed in August 1944 has been exhausted. 
Meeting with enthusiastic response, more than 2,000 copies were distributed. 


The revision brings much of the statistical material through 1945, 
while the remainder of the data is current through 1944. It represents one of 


the most complete studies of this kind ever prepared and contains considerable 
info rmation hitherto unavailable. 


For example, the tabulation of the OPA inventory of July, 1945, never 
before published, is contained in the revised volume, revealing for the first 
time inventories by price lines for the entire trade. 

These figures show that largest inventory in men's dress shoes was in 
the $4.01 to $6.50 price range, totaling 10,335,133 pairs; in youths’ and boys' 
shoes it was 5,091,202 pairs selling at $3. 00 and under; in women's shoes 
19,317,159 pairs at $3.50 and under; misses' shoes 4, 554, 733 pairs at $2.75 and 
under; and a erabad : ene pe ws oe at — 50 - under. 
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THE CONSUMER SEES: 


beauty « fit 
THE SALES PERSON SEES: ZA comfort + long wear 


easy-to-fit and sell 


ZF better commissions 


THE MERCHANT SEES: 3 


y/ quality + profit + mark-up | 
= repeat-customer confidence 


THE SHOEMAKER SEES: 


: workmanship 
AS y pride of product / ; 


are found in Mode Art footwear 


. 
DISTINCTIVE 
FOOTWEAR 


@ 
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DEALERS EVERYWHERE 


MOULTON-BARTLEY, INC. 
710 North Twelfth Blvd. . St. Louis 1, Mo. 
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LARRY J. HORAN, executive head 
of J. and J. Slater, says: 

“Closed toes and closed heels that 
rise to new heights will characterize 
Fall shoes. Long skirts and dipping 
hemlines focus attention on the feet 
and give shoes greater importance 
than they have enjoyed for many 
years. Therefore, shoes will be 
pretty and feminine, will be con- 
structed to give height and sym- 
metry to the silhouette and will 


boast fine details of stitching and 
workmanship to make them worthy 
of the attention they will receive. 
Bows and buckles will continue a 
degree of popularity but the finest 
high-style shoes will be simple and 
untrimmed, depending upon their 
graceful lines and fine material for 
their beauty. 

“Women have become increasing- 
ly shoe-conscious and are buying 
more and better shoes than ever be- 


fore.” 
* ” _ 


“CAREERS IN RETAIL BUSI- 
NESS OWNERSHIP” by Robert 
Shosteck, has been published by 
Bnai B’rith Vocational Service Bu- 
reau, Washington 6, D. C. “Chapter 
XXX1I—The Shoe Store,” should in- 
terest returning G.I.’s who may be 
contemplating a future in shoes. 
The chapter starts with the “Nature 
of the Shoe Business” and amplifies 
its “Size and Growth,” “Competi- 
tion,” “Outlook,” “Capital, Sales 
and Income,” “What the Shoe Re- 
tailer Does,” “Aptitudes, Training 
and Experience,” “Advantages and 
Disadvantages,” etc. If you are in- 
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terested in the Shoe Chapter only, 
perhaps you could obtain a reprint 
from the Vocational Service Bureau. 


RAHE 0. HORNUNG of Hornung’s 
in Terre Haute, Ind., says: 

“I must tell you this little story— 
incredible but true. A woman cus- 
tomer came into the store the other 
day with a package under her arm 
and asked for me. She said she 
would like to exchange a pair of 
ladies’ shoes. Opening the package, 
believe it or not, I found a pair of 
ladies’ high black kid shoes. They 
had our label and one of- the man- 
ufacturer, Edwin C. Burt Co. The 
customer gently but firmly told me 
she had had them (she thought) 
about thirty-five years but since 
they had not been worn, she ex- 
pected us to exchange them. When 


we told her of our ten-day approval 
policy, she insisted she should have 
something out of them. I finally 
bought them from her and told her 
I intended using them for display 
purposes,” 
* * 

G. B. LARRIVE of the Palace in 
Kansas City, Mo., smiled as he re- 
called the “Shoe Box Plan” origi- 
nated at the Palace years ago, when 
Ben Bolt was manager of the shoe 
department. This plan was created 
especially for the women, to induce 
them to buy anywhere from a half 
dozen to two dozen pairs of shoes 
at a time and keep them in a spe- 
cially made “shoe box,” made to 
hold a considerable number of pairs 
and to keep them in good condition. 

“Conditions now are a far cry 


from the days of the Palace’s Shoe 
Box selling idea,” said Mr. Larrive. 
“Then, the only difficulty was to get 
customers for the great stocks of 
shoes we could buy, all too easily. 
Now, the problem is to get enough 
pairs to properly shoe our hundreds 
of eager customers, both men and 
women. Folks could be ‘awfully 
choosy’ back in those days but now 
they are quite easily satisfied; and, 
of course, that is easier on the 
nerves of the shoe salesmen. 





“Folks are seeking high quality 
shoes, and the price doesn’t seem 
to matter much. Just to get some 
good-looking, well-fitting, — long- 
wearing shoes, seems to be the am- 
bition of the average man customer, 
whether he be a civilian or a re- 
cently discharged GI. We are doing 
pretty well in supplying the demand, 
but our stocks are, frankly, lower 
than we would like.” 


aa . * 


WALKER T. DICKERSON, presi- 
dent of The Walker T. Dickerson 
Co., of Columbus, Ohio, makers of 
women’s shoes, who is a close stu- 
dent of economic trends and partic- 
ularly of those which relate to taxa- 
tion, observes: 


“In the past, when the standard of liv- 
ing was constantly increased, it was done 
by provable formula of constantly lower- 
ing prices each year to the consumer and 
increasing the productivity per man. Now 
we have the insane notion projected that 
you can INCREASE WAGES and NOT 
increase PRICES and that we will have 
on unprecedented demand, regardless of 
price. In my analysis of the costs of this 
lite shoe manufacturing company, I 
found that if the cost of direct labor only 
(which is piece work) was advanced 











BY REQUEST 





“It is a gloomy moment in history. Not 
for many years—not in the lifetime of 
most who read this paper—has there 
been so much grave and deep appre- 
hension; never the future seemed 
so incalculable as at this time. In 
France the political caldron seethes and 
bubbles with uncertainty; Russia hangs 
as usual, like a cloud, dark and silent 
upon the horizon of Europe; while all the 
energies, resources and influences of the 
British Empire are sorely tried, and are 
yet to be tried more sorely, in coping 
with the vast and deadly Indian insur- 
rection, and with its distrubed relations 
in China. It is a solemn moment, and 
no man can feel an indifference—which 
no man pretends to feel—in the issue 
of events. Of our own troubles in the 
United States, no man can see the end." 

—The cbove quotation is reprinted 
by request. | used this or a sim- 
ilar item in one of my little squibs 
two or three years ago. 

—These thoughts are not the ex- 
pression of a present-day com- 
mentator, but are taken from 
HARPER'S WEEKLY of October 
10, 1857. , 

—So you see that the world one 
hundred years ago was in a tur- 
moil not unlike that of today. 

—And the century intervening was 
one of the most spectacular and 
prosperous the world has ever ex- 


President 





30%, and no advances to the foreman. 
superintendent, executives, maintenance 
men or office force. it would add 75c per 
pair to the manufacturing cost of each 
pair of shoes produced and the selling 
price of the company’s product, per unit, 
was frozen as of October 1941 and those 
ceiling prices are still in effect! 

“Our President has inherited a tax 
burden and labor unrest that will make it 
impossible for him—or any other leader 
—to increase the standard of living and 
to bring prosperity in 1946. It will end. 
as it started out—in social disturbances. 
rackets, black markets and deflation— 
that is, deflation for honest and legiti- 
mate investors, business men, professions 
and corporations. 
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“We are suffering from a sickness that 
is so infectious that it will make this, by 
far, the most serious economic crisis in 
all our history. The smart individual, 
who is at all interested in his financial 
future will be wise in building up cash 
balances and in pursuing a policy of com- 
plete liquidation until enough deflation 
has been seen, or effected, to warrant a 
ee of risk under a revised tax 
aw. 

“Those caught with a weak cash re- 
serve in this crisis will, with a very few 
exceptions, not stage a come-back—so 
rapid will be the deflation, when the 
present artificial ‘boom’ runs its course!” 

a ” 


WILLIAM ZITON, manager of the 
shoe department of Macey’s, St. 
Paul, Minn., says: 

“People educated during the war 
to take good care of their shoes 
must be constantly reminded that 
it is a good practice to keep up. To 
this end, we maintain a special dis- 
play unit of dressings for many 
kinds and colors of shoes—in a 
prominent spot where it can be 
easily seen by customers having 
shoes fitted. Stock is kept on a shelf 











g3ae0j> 

















just behind, making it®easy to re- 
plenish numbers sold out. A large 





reservé'Stock prevents our running 
low on colors or types of shoe re- 
newers. 

“In addition, our salesmen are 
instructed to bring up the subject 
of care to customers who have just 
bought shoes. They explain the 
principles involved in the dressing 
of shoes—how the leather is kept 
pliant, etc. and even recommend 
the type of dressings for the par- 
ticular kind of leather in the shoes 
purchased. 

“By this means we have made 
dressings a good side line in our 
salon and insured additional satis- 
faction to our customers.” 





“He came in—tried on those slippers and lost himself in the evening paper.” 
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Standing, left to right: Ned Hess, N. Hess and Sons, Baltimore; David Goode, Gude’s, Los Angeles; Bud 
Nagler, Nordstrom’s, Seattle; Harry R. Terhure, BOOT AND SHOE RCEORDER; Herman Ehlert, V olk’s, 





Dallas; Michael Murphy, Krupp & Tuffly, Houston; Mr. Fitch, Wetherhold & Metzger, Allentown, Pa.; 
Albert Wachenheim, Imperial Shoe Store, New Orleans, La.; Harry Fontius, Fontius Shoe Co., Denver, 
Colo.; Mr. Dietrich, Wetherhold & Metzger; Harry Kuhlman, Krupp & Tuffly; Everett Nordstrom: 
Windson Belfield, W. M. Stiegerwalt Company, Philadelphia; Henry Dahl, Thayer, McNeil Co., Boston; 
Gregory J. Tobin, executive vice-president, Shoes Associated, Inc., Ted Orr, Potter's, Cincinnati, Ohio. 
Seated, left to right: Harold Volk, George B. Hess, Owen Metzger, Alice W. Richardson, Accessory 
Executive, Shoes Associated, Inc.; Adolph Kaufmann, Sommer & Kaufmann, San Francisco; Ed Ware, 
Gude’s; and Herbert Sommer, Sommer & Kaufmann. 


Retail Shoe Group 
Perfects Promotion Plan 


Shoes Associated, Inc., 
Holding First Annual 


Meeting in Los Angeles, 
Approves Group Adver- 
tising in Magazines. 


“SHOES ASSOCIATED, INC.” 
held is first annual meeting in mid- 
May, with a gathering of all 12 
member stores in a three-day con- 
clave at the Town House, Los 
Angeles. 

Many matters of primary impor- 
tance to the group were discussed 
after papers on individual subjects 
were read by the following mem- 
bers: Herbert Sommer, Henry Dahl, 
Everett Nordstrom, Herman Ehlert, 


Officers elected by the group. Lejt to 
right: Ted Orr, vice-president; Harold 
Volk, vice-president; George B. Hess, 
president; Henry Dahl, treasurer. and 
Everett Nordstrom, secretarv. 
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Windson Belfield, Elmer Nordstrom, 
George Hess, Alice Richardson and 
Gregory Tobin. 

Fall promotion plans were com- 


by HARRY R. TERHUNE 


pleted, with advertising space for 
full-page advertisements by “Shoes 
Associated, Inc.” in national con- 

[TURN TO PAGE 86, PLEASE] 
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SLIPPERS Go the GLAMOUR 
ices << WAT... 


Lines, Slippers Become More Ornate 
And Are Designed to Coordinate 
With Various Indoor Costumes 


Below: Spotted sophis- 
tication in high clog 
of leopard dyed fur. 
It emanates warmth 
for those at-home 
evenings ’round the 
drawing-room fire. 
Loungees by Bob 
Glazer. The conserva- 
tive sling slipper 
comes in for its share 
of dressing up with a 
’ soft and charming bow. 
Comfort originally its 
byword . .. now both 
comfort and style. 
Daniel Green. 


Above: Something new has 
been added to the Risqué line 
by Monogram — high - heeled 
mules with ultra-feminine frilly 
bows, perfect for neglizee en- 
semble. Below: The epitome 
of indoor glamour in combina. 
tion of French cloisonné and 
he cut crystals. Gustinettes. 











HE current trend in shoe styling may be toward a greater simplicity, 
but slippers are becoming more and more ornate. More styling effort has 
been put into them during the past year than ever before with the result 
that style has become equally as important as comfort in any slipper sale. 

Not completely gone is the purely functional slipper, but its traditional 
place as number one indoor favorite has been relinquished to a host of new 
slippers, designed for different indoor costumes. Glamour has gripped the 
public, in street clothes, in lounging clothes, and in accompanying footwear. 

From extremely low prices to fabulous high prices, slippers have been 
“spruced up.” In the latter group sophistication is the by-word. Rich 
brocading, sequin, jewel or bead designs, hand painting, elaborate bows, 
high clogs—these are some of the things designers are producing in greater 
quantities than ever before. The lower price groups, following the general 


trend, adopt modified versions of the high-style fashions. Embroidery, 
[TURN TO PAGE 86, PLEASE] 


Top to bottom: Comfort slip- 
per becomes style slipper with 
colorful embroidery to brighten 
any indoor costume. Pippins 
by Meltzer, distributed by 
Gerda . . . Low heeled glamour 
in dramatic embroidery on col- 
orful pin-dot rayon. In white, 
an ideal bridal slipper. Oom- 
phies by La Marquise . . . Sue- 
deen slipper for any time of 
day, smart with exotic pajamas, 
perfect for high-styled lounging 
robes. Lucy Ann Slippers . . 

Even the “functional” slipper 
gets spruced up for next season 
with bright nailhead designs. 
Lazy Caper by Consolidated 
... Spray of colorful studding 
on deep, rich peletine cloth 
gives high-style appeal to step- 
in whose simplicity of outline 
creates a restrained type af 
sophistication. Bing-Cooper. 








by 
BETH HOLLINGER 













































Photos at the right and below: Model making, 
the first step, is a true art. Subsequent opera- 
tions depend on the accuracy of this one. Ninety 
per cent hand labor, model making requires 
as much sense of line and contour as sculptor- 
ing. The craftsman whose hands you see in 
these pictures has been turning out models for 
30 years. In the photo below he is taking a 
profile of the completed model. He believes 


a lastmaker can never know enough. 





THE LAS 
MUST BE FIRST 


Below: Turning, the second step, requires 
about five minutes. The model on the left 
determines the shape of the last being turned 
on the right. Prior to this the block (fore- 
ground) has been sawed to ready it for the 
lathe. Saw marks on the haljturned block 
show a considerable amount of wood removed. 
The machine is delicate and the less wood it 
has to take off, the more accurate is the turning. 
With lathe adjustments the model gives a halj 
size each way, i.e., a 5% model will make a 
5-5'44-6 last. The same model makes the left 
foot by reversing the lathe. 




















Photos made in factory of Sterling Last Corporation 





—- it or not, that syrup you poured over your 

morning pancakes once might have been stirring 
. around in the same piece of wood that is now the last 
on which your new pair of shoes was built. Nature, in 
an outburst of economy, placed both the sap for maple 
syrup and the very hard wood necessary for the manu- 
facture of lasts into one out of the thousands of species 
of trees. The sugar maple, one of 52 varieties of maple, 
provides both. 






| Lasts weren’t always made of wood, however. Earliest 
ts ones, in ancient times, were reputedly chiseled out of 
stone. History doesn’t record the kind of fit they pro- 

Th vided, but we can guess. Early lasts of wood weren’t 






much better. Either shoe went on either foot because 
Sizes were 





no allowance was made for foot contour. 





Above: Toe making, the third step, is also done 
by hand and measured by eye with the pattern 
as a guide. This man has been a toe-maker for 
33 years. He has just completed the modified 
wall toe seen standing on end in center fore- 
ground. Also an important part of this process 
is heel curving, not shown in this photo. 


Right: Hingeing, the fourth step has been pre- 
ceded by various trimming operations. A tube 
has been inserted for the jack in the shoe fac- 
tory and perhaps a steel bottom or leather top 
has been added. Now a hinge last is being 
readied. At the shoe factory this circular hinge 
will permit collapsing the last to remove the 
completed shoe. Below: Inspection, the final 
step. The last has been ground and polished 
and experienced hands are checking it for 
defects. Accuracy must be to 1/64 of an inch 
and the size stick is being used to test length. 


“slim” and “fat” and there were no chiropodists to 
take care of feet in between. Widths weren't even con- 
sidered. 

According to Harold Quimby, of the National Shoe 
Manufacturers Association, who has made extensive 
studies into the history of footwear, the first last maker 
on record was a William Young who was granted a 
patent for a minor last improvement in Philadelphia, 
in 1807. Although numerous innovations and improve- 
ments were forthcoming in the nineteenth century— 
such as the invention of a lathe to turn irregular shapes 
in 1815, and the introduction of the last measurement 
chart in 1880—the last business saw no large scale 
development until the twentieth century, and only the 

[TURN TO PAGE 81, PLEASE] 


But Today This Vitally Essential 
First Step Toward Production of 
a Finished Shoe Is as Fouled Up 


with Problems of Production and 


Supply as the Making of the Shoe 
itself. And so the Attention of the 


Shoe Industry Is Focused More 


than Ever on a Craft of Which 
the Public Knows Little, Although 
it Truly Ranks as One of the 
Arts of Industrial Craftsmanship. 
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Exterior of the modern- 
ized Wyman store on 
West Lexington Street. 
Glass is used strategically 
to give the appearance of 
spaciousness and depth to 
the store’s main entrance. 
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tore 
Modern Dress 


the third floor is the new Cobblery—a modern shoe repair 
shop where factory methods are used to rebuild shoes. 




















The children’s department is located on 
the second floor which is given over to 
merchandise appealing to the younger cus- 
tomers. A teen-age shop and an apparel 
department are features of this floor. 
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ONE of the most auspicious and in- 
teresting shoe store remodeling jobs 
in Baltimore has been completed at 
Wyman’s on West Lexington Street, 
where the old building has been 
changed as if by magic into a three- 
floor department store for footwear 





up to the present time. 

































At the back of the store, above the 
first floor is the Oval Room, de- 
voted to casual types of shoes and 
slippers. Unique in arrangement. 








Large glass display windows, 
roomy and so planned as to give the 
entrance depth and the illusion of 
space precedes the ground floor sec- 
tion which is divided first into an 
accessory department stocked with 
handbags, hose, compacts, belts, 
gloves and jewelry. Beyond is the 
better shoe section with famed name 
brand footwear. At the back, just 
above the first floor, is the Oval 
Room, a smart casual cove, where 
slippers and playshoes in every style 
and color are carried. 


June 15, 1945 


Wyman's Undergoes Complete Remodeling 
and Offers Clientele Modern Three-Story 
Department Store for Shoes—One Floor Is 
Devoted Exclusively to the Younger Set 


rivaling anything done in the city 


The new second floor is devoted 
exlusively to the younger set, with 
children’s apparel and shoes and a 
teen-age shop. Here is a symposium 
of kiddies’ outfits from top to toe, 
layettes and shoes for little tots. In 
the teen-age section are handsome 
loafers, saddles and other sharp flats 
for young moderns, not to mention 
sweater and skirt sets for the teen- 
agers. A modern, interesting in- 
novation, unique to say the least, is 
the juke box here to keep the rest- 
less adolescents occupied while 
waiting to be attended. On the 
wall are caricatures of “hot” band 
leaders such as Cugat and Harry 
James, to give them a feeling of 
companionship. 

On the elevator to the left and one 
flight down to the basement, is the 
men’s department and here in the 
comfortable layout with interesting 
shadow-box displays are dress shoes, 
casuals and shoes for every sport. 



















The men’s shop is in the basement. A large Maryland Mural covers 
the entire West wall. 

























On the first floor is the Accessory 

Shop, and beyond it is the better 

shoe department where shoes by 
famous designers are carried. 


On the West wall, is a compelling 
enlarged photo-mural of Maryland 
with the spotlight definitely on the 
varied and interesting types of 
sports activities there—correlating 
with the sports type footwear 


stocked. There are colorful shots of 

fishing, golfing, hunting, swimming, 

riding, baseball and football. 
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This dramatic store interior skillfully blends straight lines and curves. So unusual is 
the effect that a pedestrian thought it was a night club. 


JACK of ALL TRADES 
-- And MASTER, Too 


| OUIS S. WOLF, owner of two stores in the New York 
area, decided to enter the shoe business after accom- 
panying his wife on a Fifth Avenue shopping tour in 
July, 1940. Prior to that date, all of his experience had 
been in the retail jewelry trade in Amsterdam, where 
he was born, and in London. 

Mr. Wolf was a very young business man, entering 
the mercantile world at the age of eight when he began 
to collect semi-precious stones under the tutelage of his 
father, who operated a jewelry store in Amsterdam. 
After four years of amateur collecting, one of Mr. Wolf's 
precious stones turned out to be an emerald worth $400, 
whereupon he was promptly taken into the business, his 
father evidently feeling that the young man was no 
longer a qualified amateur. At the age of 14 Mr. Wolf 
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was a regular contributor to Gold and Silver, a Dutch 
trade magazine, with articles on window and jewelry 
design. 

Over the next few years he won a host of prizes with 
original cigarette lighters, cases and other novelty items. 
His special interest, however, was store windows. In 
1930 he caused quite a stir among Amsterdam mer-’ 
chants by displaying precious stones in a window thick 
with black velvet. Light beams thrown from a moving 
fixture in the ceiling reflected the splendor of the bedded 
stones on the rich drapery. He was a pioneer in the use 
of a mercury-filled bulb to emulate daylight. Three 
times his window won prizes in general trade contests. 
His reputation grew and he was in great demand as a 
lecturer in Northwestern Europe. However, European 
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An Ex-Jeweler Who Turned Shoe Man Has Capitalized on 
His Varied Artistic Talents to Design His Own Store Win- 
dows and Store Interiors — The Extremely Attractive 
Results Are Both Sales-Compelling and Most Ingenious. 


by MARTIN H. KERN 


merchants, though willing to listen, weren’t ready for 
the application of Mr. Wolf's ideas so he brought them 
to the United States. 

He accompanied his wife on the eventful shopping 
trip shortly after their arrival here, and was immedi- 
ately attracted by the original styling of ladies’ shoes. 
“They were totally different from European-made foot- 
wear,” said Mr. Wolf, “and interested me from a point 
of view of design.” He decided this was the business 
for him. Moving forthrightly he opened his store at 
526 Madison Avenue, in April, 1941, ten days after 
signing the lease. 


nS Sa AANA Setar 2A oe 


The store was small and the limited display space 
provided by the 50 by 100-inch window presented a 
problem to test Mr. Wolf's long experience. First, he 
installed, flush with the floor, a turntable in the center 
of which is a seventeen-inch ground glass plate lighted 
from underneath. A one-quarter h. p. motor revolves 
the turntable once every four minutes. Ceiling lighting 
is provided by a circle of fluorescent tubes with an in- 
candescent light in the center. Hanging from this fixture 
is a long, lucite chain which holds a lucite “bird-cage” 
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LOUIS S. WOLF, 


Mr. Wolf's solution of how to handle a 

window of only 50 x 100 inches. The 

background is all glass. The turntable 
revolves once every four minutes. 





Left: Albert B. Hyer 
examines a pair of 
handmade cowboy 
boots at the Hyer boot 
factory, Olathe, Kan. 
sas, an unusual estab- 
lishment that has 
made custom  foot- 
wear for famous per- 
sonalities of the 
amusement and sport 
world. On the counter, 
are the lasts of a cir- 
cus giant, size 21\4, 
Mabel Strickland, ro- 
deo rider, 34%; and 
the late Will Rocers. 








Right: Mr. Hyer, right, grandson of the late C. H. Hyer, 
who founded the custom boot business in 1876, shows Frank 
Crawford a size 211% last and a size 2. Mr. Crawford holds 
the last made for Jess Willard, former heavyweight cham- 
pion. Lasts of hundreds of famous people are stored here. 


Below: Boots for Bossy. Special zipper-equipped rubber 

boots that give a snug fit to bovine ankles have been devel- 

oped to protect the feet of cows from disease and to aid in 

the treatment of hoof ailments. Mrs. Mary Trach on her 

farm at Westbury, L. I., shows off Bossy’s new boots made 
by U. S. Rubber Co.’s technical laboratory. 


Above: In connection with National Foot Health 
Week, George E. Keith Co., Brockton, Mass., in- 
augurated a foot inspection program for its em- 
ployees. Dr. Joseph Lelyveld, right, of the Na- 
tional Foot Health Council, and Mrs. Olive M. 
Wyman, left, industrial nurse, inspect the feet of 
three Walk-Over workers. Inspection also includes 
the types of footwear worn by the workers and 
recommendation for the proper type. 
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SHOE NEWS PICTORIAL... 


Right: High heels are favorites 
among these six students from 
Gulfpark College, Gulfport, 
Miss., selected by Robert P. 
Shaw, director of the New York 
Museum of Science and Indus- 
try as “ideal American girls 
emblematic of young American 
womanhood.” They were pres- 
ent at the museum when Dr. 
Richard G. Cox, president of 
the school, received the mu- 
seum’s “Certificate of Merit” in 
behalf of the school as Amer- 
ica’s foremost junior college 
for young women, 


Lejt: Nikolai Logunov, seated at the table on 
the left, lost his leg at the front and is no 
longer able to operate a machine. He was 
offered the job of quality inspector in the 
Paris Commune Shoe Factory in Moscow. 





Right: The lifting of stringent regulations of 
footwear was a signal to the British footwear 
industry to spurt ahead to supply the demand 
for new shoes. This picture of the hand- 
sewing room of a Nottingham factory, shows 
how, in contrast to mass production methods 
common today, craftsmen who have spent a 
lifetime at the job play their part in the pro- 
duction drive. Those in this room have a 
combined total of 450 vears in the trade. 
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The circus ee platform at Turner’s Children’s Shoe Store in Washington, D. C. 


. L. Massey. son of the owner. Right is C. E. Turner, manager of the store. 


At the left is 


Circus Atmosphere Attracts 
Youn? Customers 


Novel Decor in Children's Shoe Salon 
Keeps Youngsters Entertained bg 
They Are Being Fitted for 


FITTING shoes for children has 
always been somewhat of an ordeal 
—for shoe fitter, mother and child. 
Few very young children submit 
willingly to the restraint of sitting 
quietly until their feet are measured 
and properly fitting shoes are found. 
Few mothers relish the thought of 
taking their childrer to a shoe store, 
and many a shoe fitter who attends 
to a number of children during the 
course of the day finds himself with 
frayed nerves and an aching back 
before the day is over. 

The problem of keeping the 
youngsters amused and quiet has al- 
ways been a vexing one for most 
operators of juvenile shoe stores— 
and one for which no satisfactory 
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solution has been found. The prob- 
lem of providing some fitting ar- 
rangement which would cut down to 
a minimum the amount of stooping 
necessary for the salesman who fits 
these very young customers is one 
which has been attacked in a num- 
ber of ways, not all of which have 
proved effective. 

A novel way out of the dilemma 
has been achieved in a Washington 
shoe store. Turner’s Children’s 
Shoes at 1327 F Street, N. W., have 
opened a newly remodeled chil- 
dren’s shoe salon, decorated to pro- 
vide a gay, circus atmosphere. Here 
the young people can amuse them- 
selves while being fitted. Ten fitting 
chairs in the shape of gaily-colored 


circus animals, are placed on a plat- 
form which allows the fitting of 
small size shoes with a minimum of 
stooping by the salesperson and a 
maximum of enjoyment by the 
young customer. A brightly striped 
awning above the platform lends 
color to the room and carries out 
the circus motif. 

Only the fitting room is visible to 
customers. Stock is carried in 
a separate room separated by a 
striped curtain, and cash is also 
handled there. The floor is com- 
pletely covered with a patterned ma- 
roon rug, and the walls are ivory- 
color. In addition to the circus fit- 
ting platform, standard size chairs 
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There’s the tang of the range and the 
riding trail in this sun-mellow shade 
that’ll bring men flocking to your 
store. The handsome built-to-take-it 
shoes are all leather . . . the market's 
fastest selling casual types .. . ready 
now to be rushed to your shelves. 
Medium widths. Minimum order, 

12 pairs per style. 


IMMEDIATE DELIVERY 


SIDECARK 
15 NET 


These shoes will also be available in 
smooth brown leather, with light 
leather inserts, in a rich 2-tone 
combination for sports wear. 
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Sound, Intelligent Leadership Needed 


- 


A YEAR ago, at this time, this Nation had been thrilled 
by the news that war in Europe had come to an end, 
and by the growing conviction that Victory in the 
Pacific would not be long delayed. Business and 
industry were looking forward to a new day, when free- 
dom of opportunity would be restored, wartime restric- 
tions would be lifted and the energies of a free people 
would be released to engage in the production and dis- 
tribution of things the Nation needed to resume its nor- 
mal ways of life. A wave of optimism swept the country, 
to be followed by a surge of new life and energy when, 
in midsummer, Japan capitulated and peace returned. 


Sut the optimism and the energy were short-lived. 
Peace in Europe and in the Far East were followed by 
confusion and discord at home. The hoped-for freedom 
of opportunity was not forthcoming. Restrictions affect- 
ing labor and employment were lifted, but most of the 
controls that held enterprise in check and restrained the 
initiative that directs labor into productive channels re- 
mained to hinder and delay our reconversion to peace- 
time production. 

Labo: demanded increased compensation and im- 
proved conditions which workers felt were long over- 
due, but business, bound and throttled in time of peace 
by restrictions imposed to meet the necessities of war, 
was in no position, either to yield to labor’s demands 
and expand its operations so as to meet them, or to bar- 
gain on equal terms and effect a satisfactory compromise. 


Time after time the situation reached an impasse, as 
in the automotive strike, the electrical workers’ strikes, 
the steel strike, the coal strike, the strike of railway 
workers, and the threatened maritime strike. Again and 
again government was obliged to intervene. Tardily it 
was compelled to recognize what it had failed to recog- 
nize before, that the interests of the whole people were 
paramount and came ahead of those of any group, how- 
ever reasonable its demands or praiseworthy its ambi- 
tions. 

Having thus recognized its own responsibility, gov- 
ernment frequently lacked the courage or the forthright- 
ness to apply measures that were obviously called for. It 
yielded a point here and a point there, but rarely 
did it act courageously and boldly to deal with the 
fundamental causes responsible for these several crises 
which all but paralyzed the Nation’s industry. Each 
time it yielded, the artificial structure was weakened. 


somewhere else. The Administration hesitated and the 
Congress argued, procrastinated and delayed. 

Today the United States of America faces one of the 
most serious labor, economic and political situations in 
its history. In the end, we can still have confidence that 
the Nation will weather the storm, but the American 
people once again will pay the price in toil, in sweat, in 
tears, and in many instances in the collapse of hopes and 
dreams that they have cherished. 


IN the shoe business they are saying that the situation 
today with regard to leather and materials, the outlook 
for production and the prospect that it will sometime 
soon catch up with demand, is worse than it was in war- 
time. Disillusionment has taken the place of the 
optimism that inspired us in those early days of 
peace. Under such circumstances we should remem- 
ber that America is a land in which discourage- 
ment can quickly change to hope and enthusiasm, and 
in which nothing is ever impossible. But to accomplish 
the seemingly impossible, to change defeat into victory 
and bring order out of chaos, calls for sound, intelligent 
courageous leadership in labor, indastry and govern- 
ment. 

Having assumed responsibility for industrial rela- 
tions by prescribing, through law, the conditions by 
which industry and labor must bargain, government 
must now go a step farther and provide machinery 
to protect the public against these costly deadlocks, that 
threaten the Nation with economic breakdown. None 
of the legislation passed in the heat of emergency ex- 
citement is likely to accomplish that purpose. And 
time is short, as merchandise stocks of all kinds dimin- 
ish, needs multiply, and the creeping menace of inflation 
spreads across the land. 

Eventually, no doubt, we shall find the formula. But 
meanwhile, the sickness is so serious that everybody 
who has any kind of a stake in America’s future, 
whether he happens to be a Senator, an industrialist, a 
worker in a factory or a store, or even a labor leader, 
intoxicated with the consciousness of power, should 
be willing to surrender some of his personal preju- 
dices, desires and selfish ambitions to join with his 
fellow Americans and adjust all differences quickly. 
Having accomplished that, let’s all of us co- 
operate, as we did in wartime, each in his particular 
job, to advance our own self-interest by serving the 


Surrender ef ene point only resulted in fresh demands common good. 
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Sugar-Lamb $3.25 Net 


Minimom order 18 pr. per style 


Fluff-Scuff $2.40 Net 


Minimom order 18 pr. per style 


icam, Jegfe 


by Etkind 


Bright, fluffy lamb platform slippers, so 

delectable looking they're preferred stock in America’s 
foremost stores. Cozy and warm...yet 

pretty enough for the most feminine 

housecoat. So highly salable that to 

resist them is sheer folly. July 25th delivery. 


ELKIND BROS., 78 Reade St., New York 7 


T rOWOe wu Creators of Casual Footwear 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapaclariing mt Markets 


Boston 


THE incentive pricing plan, announced by OPA on May 
31, may or may not stimulate the production of lower- 
priced shoes. As this is written, two schools of thought 
have not yet been brought into anything even remotely re- 
sembling agreement. One schoo]—the negative—contends 
that leather prices should have been permitted to advance 
before shoe prices. It is obvious to New England trade 
observers who argue thus that, with the advance in the 
price of leather, the higher cost of production thus engen- 
dered will offset the higher prices which OPA has allowed 
manufacturers to charge for their shoes. Also, they point 
to the fact that demand for these shoes, irrespective of price, 
is not large, which is true insofar as fabric playshoes are 
concerned and true even, to some extent as least, in the case 
of leather shoes in the grades covered by the price advance. 

The other school reasons that, even though the demand 
for these grades may not be good at the present time, at 
least prices have been brought into line with real costs 
and thus the OPA move paves the way for increased pro- 
duction in the not too distant future. 

In the meantime the leather shortage, as well as the 
shortage of practically everything else which goes into 
shoes, continues to be the chief source of conversation 
throughout the three New England shoe states. Several 
factories, down to about a ten-day supply of material of 
one kind or another, elected to declare a four-day holiday 
from May 30 to June 3, thus conserving supplies and giving 
everyone a rest. No reports have been received, however, 
of factories closed down because they have actually run out 
of needed leather, fabric, nails, thread, etc. 

In the meantime, orders placed with the shoe and leather 
industry, as measured by the index of the Associated Indus- 
tries of Massachusetts, continue to increase in volume. 
Orders placed in April of this year were 54% per cent above 
March orders; 45 per cent above those placed in February 
of this year; and almost 69 per cent higher than in April, 
1945. 


Chicago 


Even though big manufacturers were able to anticipate 
to some extent the season’s demand in white leathers and 
were able te set aside some materials well in advance, labor 
conditions have been such that they are still very much be- 
hind in their orders.- In pre-war days these plants would 
now be working on their Fall lines, but at this time Sum- 
mer merchandise is still on the lasts and is being turned 
out daily with the greatest possible speed to try to meet 
the insistent demands of retailers everywhere. The labor 
shortage is still an acute one, with women helpers even less 
available than men. No manufacturer will venture a pro- 
phecy in these days; times are too uncertain from every 


angle. If it isn’t the lack of leathers which upsets the 
apple cart of every man’s anticipations, it is the railroads, 
or the coal problem, or shipping hazards. 

One of the big houses which is developing its sample 
lines for the Winter season is laying considerable stress 
upon the new “mink brown”—a bronzy tone somewhere 
between Town Brown and Army Russet. It is being used 
in both smooth leathers and in suedes. Although there has 
been considerable publicity on the part of retailers for the 
all-closed shoe for the coming season, manufacturers state 
that the open toe and the sling back are selling as well as 
ever. A number of lines emphasize the heavier type of 
walking shoe, that is, heavier in appearance, but not in 
actual weight. Extension soles and platforms give this im- 
pression of greater bulkiness. But even in these the open 
woe seems to be more frequently written in buyers’ orders 
than do the completely closed types. There may be a slight 
tendency toward closed backs, say some manufacturers, but 
the open toe in still tops in demand. 


The OPA ruling allowing a 10 per cent increase in base 
period prices is, of course, primarily designed to aid in 
the manufacture of low-end shoes. However, the average 
shoe man is of the opinion that this will do little to increase 
production since shoes in the lower brackets are not in 
great demand. The general public is still looking for 
quality merchandise and will continue to do so as long as 
the “easy money” of high wages continues to jingle in the 
pockets of the consumer. This is evidenced in the stores 
and shops which in pre-war days carried only the lower 
grades of footwear. Today those stores are carrying price 
lines up to $8.95 and $9.95, and it is the shoes above $5 
shat are in constant demand. 


New York 


MANUFACTURERS of standard low-priced shoes of the 
type affected by the OPA low-end order, issued May 31, 
believe that the price increase granted will do some good, 
but will not serve the purpose that OPA intended, namely, 
the production of large quantities of lower priced shoes 
which have all but disappeared from the market. The 
feeling is that the order may maintain on the market some 
footwear which would have disappeared had the order not 
been forthcoming, but it will not bring back to the market 
any great number of base period shoes which manufac- 
turers have dropped in favor of “new shoes.” For example, 
the order provides for a 33 cent increase on the manufac- 
ture of women’s and growing girls’ shoes. A manufacturer 
who has dropped this type from production in favor of a 
“new” shoe will find he can do better by staying with 
the latter, rather than return to the production of the 
former. In other words, the 33 cent increase isn’t sufficient 
to encourage the return of women’s and girls’ footwear. 
Likewise, women’s novelty types will be little affected by 
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Let a Great Name help you sell Rubber Footwear 


MOTHER: Something in a rubber overshoe for my DEALER: They’re fleece lined to keep feet warm. 
daughter, please. Notice the extra room at the top of the shoe . . . and 
DEALER: Young lady, I have just the thing for you... — ~ By djustable strap, they fit perfectly over 


the new Co-ed Model... 
MOTHER: My, that’s a big help! 


2 age 
DEALER: And they go on and off so easily. Here, you DEALER: She'll get a lot of wear from these. They're 
put them on. made by B. F. Goodrich. 


DAUGHTER: Look, Mama, I put them on myself. MOTHER: Oh, yes, I’ve always found the things they 
make very dependable. 


Your customers know the name B. F. Goodrich and what it stands 


for in the field of rubber research. They know that on rubber and canvas 7 
footwear the B. F. Goodrich name is their assurance of real service, comfort, BR F Goodrich 
and wear. It's your assurance of a satisfied customer who'll be back again iincentd . 

for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. FIRST IN Tt -4:14 4 





That’s Pure 
Gold, Pal..." 


If you want to make more y/ =e YOU'LL RECOGNIZE HIM by the dollar 
. of = bill in his breast pocket. Write to Trimfoot 
are oo Ask the Trimfoot ‘iY | today and ask the Trimfoot Man to call. 


Man! If you want to increase 


sales with no increase in Ee) APPLIANCE PRODUCTS DIVISION 


your overhead ... Ask the 
Trimfoot Man! ij 


Trimfoot Appliance Sales o 
will bring you an Added 
Profit. 4 


TRIMFOOT COMPANY © TRIMFOOT TERRACE « FARMINGTON, MISSOURI, U:S:A: 
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WHITES IN DEMAND 
IN BOSTON 


RETAIL demand for the higher 
grades of footwear continues strong in 
Boston and suburbs, while lower 
giades—fabric shoes in particular— 
continue to sell spasmodically, if at 
all. Many merchants who added low 
priced fabric play shoes months ago, 
in an attempt to build up their inven- 
tories, now regret it. Some of them, 
at least, are frank in saying that, 
unless this year’s vacation demand 
comes to their rescue, they will be 
stuck. All stores surveyed report a 
heavy demand for white shoes of all 
kinds, 

The Solby-Bayes Company at 126 
Tremont Street, reports that all-whites 
and white in combination with brown, 
in both oxford and spectator styles, 
are selling exceptionally well, al- 
though the demand in dark colored 
shoes shows no signs of abating to 
any extent. Wedgies in color also are 
popular in this semi-conservative store. 

The Kay’s-Newport Boylston Street 
store, has been featuring, since the 
advent of warm weather, short-vamp, 
high-heel spectator pumps in combi- 
nations of white with blue, red, black 
and green. All-white slingback pumps 
vith open toes also are popular and 
an accessory throat ornament shaped 
like a conventionalized flower of mullti- 
colored plastic, has been sold to go 
with them. The demand for darker 
shoes in this store is confined largely 
to black patent sandals with open 
heels and toes. 

The Lamson & Hubbard shoe de- 
partment, nearby, in addition to sell- 
ing the classic spectator pump in tan 
and white, has a novelty in the form 
of a bi-symmetric sling pump—one 
side of which is white and the other 
blue, black or tan. With these go 
rosette-shaped throat ornaments of 
leather in the same two colors as the 
shoe. 

Pin-point perforated vamp shoes for 
women are featured at the high-grade 
Stetson store, also on Boylston Street. 
Two of the best sellers are a five- 
eyelet oxford in tan and white; and a 
tie model which, in addition to the 
vamp perforations, has larger, triangu- 
lar perforations defining the eyelet 
tow. Low-heeled types, very popular 
in Boston, are represented here by 
pumps in white, in black and in brown 
leathers. 
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The Thayer McNeil store on Tem- 
ple Place has been pushing white 
buck wedgies and sling pumps of the 
same leather with gray lizard plat- 
forms, The latter carry hexagonal 
throat ornaments of the same two 
inaterials. Mother-and-daughter em- 
broidered fabric play shoes are also 
jeatured. These are multi-colored— 
blue, gold, red and green in combina- 
tion, 

The Arlace store on Tremont Street 
has sandals of woven raffia made in 
Haiti. They carry platform soles and 
wedge heels and come in red and 
white, yellow and white, all-green, all- 


yellow and natural or sand. 
** * 


MEN'S SUMMER TYPES 
SELL IN CHICAGO 


SINCE the men have been getting the 
short end of the footwear situation for 
months past, it has been slightly 
heartening to the male contingent in 
Chicago to find that Summer-type 
shoes at least are becoming available 
right now. However, Summer weather 
has been slow in coming. In other, 
so-called normal years it would have 
Leen difficult to sell hot-weather foot- 





“Summer highlights white,” said The 
Fair in Chicago, in this recent od 
which featured five attractive models. 


wear during the temperatures which 
have prevailed recently, but men are 
in need of shoes and this year has 
seen an early selling of perforated, 
interlaced and other types of “venti- 
lated” shoes. Brown and white styles 
have been strongly featured at O’Con- 
nor & Goldberg’s, at Lytton’s and at 
Maurice Rothschild, in moccasin, 
loafer and in oxford types—and they 
sell as fast as they come into stock. 

Spectators have experienced impor- 
tant selling in women’s shoes too. 
While the all-leather are the No. 1 
preference, they are not always avail- 
able and many a customer has com- 
promised on wheat linen with brown 
leather trim. As the season advances 
advertising emphasis is given to play 
shoes in a wide variety of styles. Fab- 
rics and leathers or the combination 
of both are shown, with many ver- 
sions of the barefoot sandal widely 
shown. Clogs, too, are being shown, 
but these seem to be more of a high- 
fashion item, and do not have the 
general appeal that wedgies or plat- 
forms enjoy. The wide-open sandal 
with toe-strap, or T-strap arrangement, 
or thong lacings over the bare foot 
are popular everywhere, the nuder the 
better. Gay colored raffias are also 
among the novelty items, some mount- 
ed upon high wedge soles. In spite 
of poor weather conditions to date, 
there is every indication in shoe de- 
partments that this Summer will be a 
big play shoe season, since leather 
ones are now available whereas last 
year women needed a coupon for 
them. 

_ a * 


NO SLACKENING IN 
NEW YORK BUSINESS 


HoLIDAYs may come and holidays 
may go, but shoe buying goes on for- 
ever—or so it seems these days. New 
York merchants, reporting on business 
during the week preceding the Me- 
morial Day holiday, say that they 
could not have been any busier, with 
sales way ahead of a year ago. And 
this condition existed in spite of the 
fact that the weather was very un- 
propritious preceding the holiday. A 
few stores which experienced a drop 
in sales on these days expressed grati- 
tude for the decreased business. The 
day after the holiday showed no drop 
in sales, a condition partly accounted 
lor by the presence of a good many 
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LevOH ote Mele Trade 


visitors in town over the long holiday 
weekend and partly by the fact that 
some New Yorkers were taking the 
day off but spending it in shopping 
instead of in the country. 

First in demand were spectators, 
and this applies to both men’s and 
women’s departments. In view of the 
shortage of white leather, many stores 
had been able to lay in a surprisingly 
good supply of these shoes. Although 
the shoes went out almost as fast as 
they came in, many of these mer- 
chants were expecting more in the 
weeks to come. One store which had 
had a supply of white suede spectator 
pumps with lacquered colored tip and 
foxing during wartime rationing and 
had been obliged to withdraw them 
from sale under M-217 restrictions 
had taken these shoes from stock- 
piles and was expecting to reap divi- 
dends on them. 


In men’s stores and departments 
tan and white spectators were on dis- 
play and were moving, as were also 
casuals, the favorite Norwegian moc- 
casins and some new versions in 
varied treatments and lighter colored 
ieathers. Some woven leather shoes 
and some all-over perforated Summer 
types were also accounting for a good 
many sales, 

Play shoes have been a little slow 
in women’s departments as yet, espe- 
cially beach types and very definitely 
resort types such as the woven fibre 
sandals in gay colors and on high 
wedge heels. The same has been true 
in some children’s departments. In 
fact, one very active children’s store 
reported that play shoes are not in 
such demand this year. Barefoot 
leather sandals and sneakers are what 
parents are looking for, they say. 
However, other children’s departments 
reported good business in play shoes 
since shortages continue to exist and 
children must have shoes for the Sum- 


mer months. 
* # # 


NASHVILLE SALES UP 
20 TO 30 PER CENT 


CASH-LADEN Nashvillians desiring 
to complete wardrobes for early vaca- 
tions or commencement exercises at 
local colleges and high schools 
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High's, Atlanta, Ga., used a pun ef- 
fectively in this ad which offered the 
ever-popular spectator. 





boomed shoe business here between 
twenty to thirty per cent over last 
year’s May volume. Stocks remained 
short at many outlets, with the most 
critical shortages in men’s shoes. 
Shortages of stocks and limited styles 
in surrounding towns brought vaca- 
tion—hungry adults and high school 
seniors to Nashville to get their foot- 
wear. 
Although men’s stocks were tight, 
most stores were able to supply a cus- 
tomer with the desired color and style 
even though the grand wanted was un- 
available. Browns and two-tones were 
most favored by the male customers, 
with men showing a slight preference 
for two-tone blacks and whites or 
whites and tans over the two-tone tans 
offered. Suedes were short and sup- 
ply did not meet demand. Young men 
preferred double  soled-nailheaded 
models, with the older men sticking to 
the conventional low soles and colors. 

Platforms were very popular among 
young women with a rise being shown 
in the number desiring nailheads. 
Whites and two-tone spectators were 
in heavy demand. Bright reptiles and 
patents continued as good sale items 
among housewives, with the business 
women showing a desire for spectators 
and platforms. Dancing slippers pulled 
very good with the 18-22 year-old 
women, but styles and colors were 
rather limited. 

-.-- a. ae 


SLIGHT IMPROVEMENT 
IN ST. LOUIS SHOE STOCKS 


SHOE inventories in St. Louis, while 


still at a distressingly low level as 
compared with demand, continue on 


a slight upgrade which gives retailers 
hope that the worst of their trouble 
may be over. Most talk of their busi- 
ness as pessimistically as ever and 
point to manufacturers’ materials 
shortages to support their dire predic- 
tions. But it is, nevertheless, a fact 
that deliveries are improving as fac- 
tories pick up what little margin of 
expanded production is possible. 

Delivery schedules are getting bet- 
ter and some stores find themselves 
receiving unexpected quantities. This 
is true especially of whites, where car- 
ry-over white leather and a fair ac- 
ceptance of white fabrics are produc- 
ing more Summer footwear on shelves 
than had been predicted. 

The fact that they are coming out 
in such a wide variety of styles here 
is boosting demand. Department store 
advertising of shoes, noticeably cur- 
tailed recently in newspapers, is in 
full bloom again. But what many re- 
tailers had forecast would be a record 
seasonable run has been crippled by 
21 days of rain in May. Downpours 
haven’t produced a mood for sparkling 
new whites. 

Great interest is being shown in 
this season’s white platforms studded 
with gold or colored ornaments. Their 








trimmer lines and fit are welcome to 
the women who bewailed the clumsy 
appearance of some of the war models. 
Blacks are holding their own as far as 
supplies permit. 

Retailers in the low-priced field 
meanwhile are reserving judgment on 
the effect of OPA’s new increase of 
shoes selling at $5.50 or less. General- 
ly they foresee better production in 
this bracket for the future, but limited 
immediate benefit because of depleted 
stocks and the advantage OPA’s pric- 
ing system has given higher lines in 
the past. 

Moreover there is as yet no indica- 
tion that the public, forced by short- 
ages in wartime to the top grades, is 
ready to return to the lower lines. 
Customers are becoming more dis- 
criminating in their demands, even 
though it be largely in vain, and re 
turns are increasing right along. Yet 
there is no sign of their deserting 
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BELIEVE IT OR NOT BOYS 
WE'VE GOT 'EM... 


MEN'S ALL LEATHER 
FULL VAMPOumging Stgoeu 


Rare as the well-known hen’s teeth these days, are Men’s House 
Slippers; but, rarer still are Full Vamp, All Leather, Solid heel-to-toe 
Sole LOUNGERS. And, we've got them in the wanted colors: Brown, 
Blue, Red, Brown Strolier Grain, even in Burgundy — all with brown 
non-marking solid rubber heels. They’re something to shout about, 
and that’s what we're doing, calling the attention of all retailers to this 
find for Christmas. Here’s a warning. Get your order in now. It’s not a 
Uay too soon to guarantee ample stocks for Fall and Christmas selling. 


Z 
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There will soon be a fast jobber selling 
these slippers in every territory in the 
country. If you can’t locate him, write 
or wire us direct. We will see that he 
contacts you. 


— 


No. 400 

Hand Lasted, Hefty Oak 

Tanned Full Leather Soles, 
All Leather Uppers unlined vamp, 
V2” Heels, Littleway Lockstitch Con- 
struction—Sizes 6-11—36 Pair Cases. 


Retail Profitably At $4.50 to $5.50 
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high-quality stores for the sake of 
economy in footwear. Retailers, there- 
fore, are of the opinion that inven- 
tories of low-priced shoes will have to 
improve far more than is promised by 
OPA’s action before they can combat 
this consumer ‘tendency. In short, they 
ere quite happy about the raise but 
expect no sudden glut of profits 


from it. 
* * *# 


DENVER RETAILERS FEEL 
STOCK SHORTAGE 


“PEOPLE want shoes, they have the 
money to buy them, but we haven't 
got the kind of shoes they want.” 
That’s what most of the Denver deal- 


ers are saying this month. Sales 
would run even higher than before 
Easter, one manager said, but there 
seems to be some reluctance to buy. 
He ascribes this to the strikes. “Peo- 
ple don’t know what’s going to happen 
next, and they are holding on to their 
money.” 

Another shoe store reported plenty 
of business and plenty of shoes. Even 
men’s shoes are coming in better and 
in better quality. “We have nothing 
to kick about. Our advertising is 
bringing in new customers all the 
time. Things look good to us.” Those 
are the words of the owner of one of 
Denver’s more successful shoe stores. 
“Of course,” he added, “we could al- 
ways use more shoes. But we are get- 
ting along nicely.” 

In another shoe store they were not 
faring so well. “We are losing sales 
every day because of not having 
enough shoes; especially men’s shoes. 
We have hundreds of shoes on order, 
but not many of them have been de- 
livered.” 

All in all, Denver dealers are opti- 
mistic. Summer business is swinging 
along very well. Warm weather has 
been a boon to Summer shoe sales. 
And most of the dealers feel that sales 
will continue climbing through the 


months .ahead. 
* * * 


NO IMPROVEMENT IN 
NEWARK SHOE INVENTORIES 


WHILE there. is no improvement in 
the shoe situation over last month, 
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some retailers in Newark, N. J., think 
there will be a slight change for the 
better by the late Fall or early Winter. 

Kresge’s finds that allotments are 
likely to come in by degrees. Out of 
an order for a hundred pairs of shoes, 
the store may receive only a quarter 
of that amount at one time, making 
it hard to feature any particular items. 
Stocks that arrive in such piecemeal 
fashion must be allowed to accumu- 
late. Kresge’s has, however, been get- 
ting some golf shoes for men that 
have been off the market for some 
time. 

Dale Creighton’s, an independent 
store dealing exclusively in high style 
shoes for women, reports that colors 
are in demand, though few are ob- 
tainable. Later in the Summer the 
store plans to feature reds, blues and 
greens and shoes with ornaments. The 
manager here believes there will be 
some improvement in the Fall because 
of the effected rise in tanning prices 

Handmade Grecian sandals of 
Jeather are being featured on the 
Fashion Floor at Hahne’s. Originally 
these were made to order for actors 
and actresses, and are now available 
for retailers. While a tremendous in- 
terest has been aroused in them, they 
are going only fairly well, probably 
because of their price. Brown and 
white spectators go out as fast as they 
come in at Hahne’s. Play shoes be- 
gan to sell a little later than usual be- 
cause of adverse weather conditions. 
Red still heads the list in the color 
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Cherry red shell cordovan was 

stressed by Sommer & Kaufmann, Sen 

Francisco, as a material calculated 
to please the men. 


field. Barefoot sandals for infants and 
children up to size three are another 
item for which there is a demand. 

In the women’s better shoe depart- 
ment Bamberger’s has been coordinat- 
ing high fashioned items with ac- 
cessories. For example, black suedes 
with snake trims are tied in with 
matching bags. This is proving very 
successful. Also, an allotment of high 
heeled mesh sling pumps, though 
priced at $16.95, won immediate popu- 
larity. White shoes continue to sell 
well. The perennial brown and white 
spectators are going well, too. There 
is still a strong demand for dress 
shoes. 

The buyer of men’s shoes in one 
of the larger department stores says 
that manufacturers, in order to sup- 
ply people’s needs, are producing 
plainer shoes. This is general through- 
out the industry. Fancy shoes for men, 
such as wing tips or medallion tips, 
are tying up production in the stitch- 
ing rooms, because there is so much 
detail work to be done on them. This 
store reports a particular scarcity of 
sports shoes and leather opera slip- 
pers for men. Summer beach sandals 
with leather soles and rubber heels 


are starting to move. 
* * * 


NUDE TYPES WANTED 
IN FLORIDA 


SHOE dealers throughout the St. 
Petersburg, Fla., area report on the 
tourist season just past as having run 
to an unusually large percentage of 





odd footwear. This is an indication 
of what dealers in Northern cities may 
expect during the Summer months 
just ahead, for what is “tops” here in 
the Winter is sure to be the wanted 
shoe later on in other places. 

Styles are most attractive, and while 
it has been definitely a “no heel, no 
toe” season, the bit of footwear must 
have style appeal. It has been a sea- 
son when footwear made from mate- 
tials other than leather has been popu- 
lar. Shoes of fabric, rope, ribbon or 
the new transparent plastic materials 
have all been good selling stock. 
Color is high in the scale of popu- 

[TURN TO PAGE 99, PLEASE] 
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Conhw THE QUALITY ELASTIC SHOE BACKING 


Take all the wiggles and wrinkles out of lizard. Mold it, hold it in smooth- 


fitting shape with Contro elastic backing. For Contro controls custom-like 
fit . . . with its firm, flexible hold. And it holds stronger, lasts longer 
because it contains the magic, modern rubber vitamin, Vitalin. So tip the 
scales of all your shoe sales with Contro elastic. 

Write or call Firestone, Akron or the New York Sales Office, Empire 
State Building, New York 1, New York. 


REG. U.S. PAT OFF. 
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"More Low-Priced Shoes, OPA Objective 





Types Covered in Recent Price Increase Action Had Largely Disap- 
peared from Market, Agency Explains 


WASHINGTON — The Office of Price 
Administration took an important step 
to provide additional low-priced foot- 
wear when it granted, May 31, a man- 
ufacturers’ increase in the prices of 
certain standard low-priced shoes. De- 
pending upon the price of the shoe, 
this increase may vary from less than 
10 to about 15 per cent, with a higher 
percentage going to the lower-priced 
shoes. 

Men’s and women’s shoes which re- 
tailed in 1942 in the neighborhood of 
$4.30 may now be sold to the consumer 
for between 45 and 65 cents more. 
Children’s $2.50 shoes may, under sim- 
ilar conditions, go up to about $2.75 
or $2.85. 

The action, effective May 31, 1946, 
applies only to shoes identical with 
those made in March, 1942, and sold 
under set cut-off prices. If not identi- 
cal, they must be of the same style 
type, give at least the same service- 
ability and have the same costs for 
major material components and labor. 
To encourage greater production of 
these basic low price shoes, the order 
permits manufacturers to raise their 
ceiling prices by the estimated amount 
of increases in costs of production 
since March, 1942, the base period 
“freeze” date, but they may not raise 
the shoe price above the stated cut- 
off price. A full percentage pass- 
through of the present increase is per- 
mitted as distributors, who are already 
absorbing the previous increase, cannot 
be asked to absorb more, OPA said. 

Low-priced sturdy shoes of the type 
covered by this action had largely dis- 
appeared from the market as the re- 
sult of a shift to higher priced lines. 
This was particularly the case in wo- 
men’s shoes. 


Production Diverted to Higher 
Priced Lines 

A number of factors have contrib- 
uted to diversion by shoe manufactur- 
ers to higher priced lines, particularly 
in recent months, OPA said. Under 
the General Maximum Price Regula- 
tion, which froze shoe prices at March, 
1942, levels, producers often dropped 
low-priced lines in favor of higher 
priced items yielding more profit. Some 
manufacturers, by restyling their shoes 
and building up their costs, have re- 
ceived new and higher ceiling prices, 
often for non-staple and novelty type 
shoes. Applications for prices on about 
1,400 new styles of shoes covering all 
price lines were processed between 
January, 1946, and May, 1946. 

In its way, shoe rationing contrib- 
uted to the upward shift, OPA said. 
Consumers limited in their purchases 
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of shoes developed the tendency to buy 
higher priced shoes, regarding the 
price as an index of quality. Many 
retailers were able to sell low-priced 
leather shoes only when they were 
temporarily released from rationing. 
Quotas for low-priced shoes estab- 
lished by the War Production Board 
were utilized to a large extent in the 
production of non-rationed fabric-type 
shoes, and production of leather shoes 
in the low-priced lines declined. 

During the war, the shift to higher 
price lines was retarded to some ex- 
tent by WPB restrictions which estab- 
lished production quotas by price lines, 
imposed style restrictions and provided 
for fair distribution. Curtailment of 
these controls has permitted manufac- 
turers to shift more freely. Avail- 
ability of the better grades of leather 
formerly used for military shoes has 
been another factor-in making possi- 
ble increased production in higher 
priced lines. 

In the meanwhile, with the end of 
shoe rationing in November, 1945, de- 
mand for low-priced staple footwear 
has increased. The greater profitabil- 
ity of new and higher priced shoes 
makes it essential to take the present 
action to encourage the production of 
low-priced popular shoes, OPA said. 
The agency estimated that up to one- 
fourth of present production of shoes 
may be affected by the order. — 


The Pricing Method 


OPA’s action lists, in cents, the 
amounts by which the prices of major 
types of shoes made in the base period 
can be increased and the cut-off prices 
which mark the top limit of the in- 
crease for each type. Price adjust- 
ments for manufacturing-retailers are 
also listed. 

The new action does not impinge on 
the 4% per cent increase granted to 
manufacturers on January 5, 1946, 
which, however, will continue to be ab- 
sorbed by wholesalers and retailers. 

The cut-off price provided for each 
shoe category takes account of this 
previous increase. In figuring his new 
prices, the manufacturer may increase 
the base period price of those items 
that sell under the listed cut-off by an 
amount specified in the order, which 
represents 10 per cent of the cut-off 
price. He then may add 4% per cent 
to his adjusted price. He may not in- 
crease the price of the shoe beyond the 
cut-off price, plus the 4% per cent in- 
crease. 

To illustrate: 

The stated cut-off price for a stand- 
ard women’s shoe made in the base 
period is $3.25. (This $3.25 upon ad- 





dition of the 4% per cent previous in- 
crease becomes $3.40, which represents 
the gross cut-off point.) A manufac- 
turer whose “freeze” price was $2.75 
net may add $0.33 to his ceiling price 
(ten per cent of $3.25). The increase 
brings his price to $3.08—a 12 per 
cent increase. The 4% per cent previ- 
ous increase, as an addition, makes 
this $3.22. 

If, however, his old price was $3.10, 
he may raise his price only to $3.25 
—the cut-off point. This is an increase 
of approximately 5 per cent. Inclu- 
sion of the 4% per cent makes the top 
price $3.40. 

The comparable cut-off price for 
men’s shoes is $3.60. Including the 4% 
per cent prior increase, $3.76 becomes 
the top point to which a manufacturer 
can raise his price of this shoe. Simi- 
lar cut-off points are provided for each 
of 12 major categories, including men’s 
work and dress, women’s, youths’ and 
boys’, misses’, children’s and infants’. 

An example of the reporting form 
required of manufacturers requesting 
price adjustments under this order is 
given in the order itself. Copies of 
this form will not be supplied for the 
time being by the OPA. However, it 
is possible for sellers, using the sam- 
ple included in the order as a guide, 
to adapt the OPA form which is issued 
to sellers making application for prices 
on new shoes, the OPA said. 


Basis for Action 


The increase factor is based pri- 
marily on the estimated average in- 
creases in approved labor and material 
costs since March, 1942. These cost 
increases were determined from the 
industry-wide shoe manufacturing sur- 
vey conducted during 1945 and brought 
up to date by estimates of cost in- 
creases made by the Shoe Industry Ad- 
visory Committee and OPA industry 
consultants. The cost increases were 
then translated into average price in- 
creases which, together with the 4% 
per cent adjustment, would be neces- 
sary to offset cost increases between 
March, 1942, and May, 1946. 


Study Profit and Loss Data 


Similarly, a study of profit-and-loss 
data submitted by members of the shoe 
retailers and wholesalers intlustry ad- 
visory groups was made to determine. 
the ability of distributors to absorb 
the increase. This survey indicated 
that the shoe retailers who sell the 
bulk of the low-priced shoes cannot, 
under the earnings standard, absorb 
increases over and above 4% per cent. 

The cut-off prices for each category 
were determined from consultation 
with the industry and from figures 
obtained from the Civilian Production 
Administration showing production of 
shoes by price lines. 
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BROGI'S SO GOOD WITH CHILDREN! 


He certainly is! Just look at Brogandi, 
the quality grained goatskin that he 
provides. It makes such comfortable, 
soft, yet tough little shoes for the pre- 
school set. . . shoes that mothers like 
because they are easy to clean, wear 


well and keep their smooth finish. 


‘Manufacturers like Brogandi, too. It 


cuts advantageously, and its quality 
means re-orders. The Brogandi tag on 
your shoes for children is a certificate 
of quality to mothers everywhere ... 
especially now that Brogandi is adver- 


tised in Parents’ Magazine. 


THE PROMINENT GRAINED GROUP OF 


EVANS LEATHERS 


BROGANDI 


- BOKHARA 


CARA 


JOHN R. EVANS & COMPANY 


¢e CAMDEN, NEW JERSEY © 1945 
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Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer’s approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 

#18 Dark Brown #31 Wine 
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stone of Shoe Styling 


__ The Conrad Shoe Company again has the “situation well in hand.” BOONDOCKERS, 
styled from the way Marines in Saipan cut their Field Boots for the rugged 
comfort they needed, have made another First and another Beachhead on Park 
Avenue ....the accent on the styling is at the point where the consumer 


always judges a shoe ... THE EDGE! 


Barbour Notched Stormwelt ... run all around the heel as well as sealing 
the welt seam .. . . framed the BOONDOCKER picture. 


BARBOUR WELTING COMPANY « BROCKTON 66, MASSACHUSETTS 


MORE STYLE PLUS S——.. SO LITTLE 





Specializing in the designing and manufacture 
of Welting exclusively since 1894 
Stitchdown 
Goodyear Stout-Edge Rugged Edge 
Stormwelt Reverse Snowflake Silhouwelt 


All Barbour Specialty Weltings are patented 





AT THE SIGN OF THE GOLDEN SHOE HORN YOU DISCOVER JARMAN’S “FRIENDLINESS OF FIT’ 
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Jack of All Trades— 
And Master, Too 


[CONTINUED FROM PAGE 61] 


two inches above the turning plate. The 
window background is structural glass 
with a built-in showcase of transpar- 
ent, plastic glass curved to the contour 
of the rear wall. The whole is readily 
adaptable to change and conforms to 
Mr. Wolf’s “avoid the conventional” 
theory. A window must be dressed, as 
well as built, to attract attention, Mr. 
Wolf believes. “If you have a large 
bag which would normally be placed in 
the back of the window, put it in the 
front,” he said. “Or you might take a 
worn and ragged shoe from the gutter 
and build a display around it. However 
you approach a display problem, the 
answer should provide the opposite of 
what people expect.” 


Interested in Architecture 


Mr. Wolf’s interest in design isn’t 
confined solely to business locations. 
His home in Forest Hills is an example 
of the most modern ‘architecture. De- 
signed by him, the airy functional in- 
terior contains items such as a trans- 
parent clock and an attractive table 
lamp with a built-in radio. Pictures 
of the home are to' be reproduced in a 
forthcoming issue of House Beautiful. 

Applying his creative aptitude to 
footwear, Mr. Wolf was one of the first 
shoe men in New York City to exploit 
the idea of hand-painted shoes. He now 
has an arrangement with an artist 
whereby a customer can select her own 
ornamentation — orchids in orange, 
red roses, or whatever milady fancies— 
for footwear purchased at one of Mr. 
Wolf’s stores. The artist paints in oils, 
a ticklish job when dealing with a pop- 
ular material like stiede. Although he 
doesn’t do any of the painting himself, 
Mr. Wolf is the source of many of the 
decorative ideas. 


Probably the most articulate expres- 
sion of Mr. Wolf as a designer is to be 
found in his store, opened September, 
1942, on Franklin Avenue in Garden 
City, L. I. Given a display space 26 x 28 
feet, he put into it many of the ideas 
acquired over the years from his youth- 
ful beginning. 


Achieved Harmony of Line 

Confronted with a nearly square 
room, his basic problem was to avoid a 
monotonous angularity. Mr. Wolf’s 
simple solution was two-fold. He built 
an artistic, eye-catching arch at the 
entrance to the stock room, and he 
placed four curved ‘divans, each about 
twelve feet long, to form a broken cir- 
cle within the square. With the addition 
of a circular, glass centerpiece and the 
ubiquitous, 
a harmony 

Color variations were kept at a 
minimum. is blue and side 
walls are blue lea broken at 


eye level by an inset showcase of gold 
leatherette. The rear wall, of the same 
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The Last Must Be First 


[CONTINUED FROM PAGE 57] 


past decade has emphasized the impor- 
tance of last making to style develop- 
ments. - 

Today, last making is an exacting, 
painstaking profession which demands 
craftsmanship of the highest type. The 
Sterling Last Corporation in New York 
City, where the accompanying pictures 
were taken, is the largest individually 
owned last factory in the country. Many 
of its employees have spent a lifetime at 
its modeling benches. The five men re- 
sponsible for the operations illustrated 
on these pages have devoted the 
astounding total of 173 years to the 
craft. Obviously, last making. is a labor 
of love and those engaged in it are 
artisans in every sense of the word. 


From Tree to Last 


With all the care and skill lavished 
on perfection in the factory, it is not 
surprising—though it is often forgot- 
ten—that a year to a year and a half 
clapse between the time the tree is felled 
and the block is ready for lasting. Trees 
are cut during winter months when 
the sap is dormant. Lumber mills cut 
the logs into bolts and from bolts come 
the blocks, in sizes 12-1-3-5-7-9-138, 
which give a complete run of last sizes 
from misses’ to men’s. Loosely stacked, 
the blocks remain ‘in the open air 
until moisture content is a maximum 
of 25 per cent. This takes from six to 
ten months. To shed them of another 
20 per cent of moisture the blocks are 
then placed in a kiln ufider regulated 
temperatures for an additional six to 
ten weeks. By the time the block reaches 
the last factory moisture content must 
not exceed 5 per cent. Over: five per 
cent risks the chance of later swelling 
or shrinking and an imperfect last. 


For many years, last manufacturers 
have been trying to focus the attention 
of the shoe industry on the importance | 
of lasts to style, and free fitting. Ironi- 
cally, it took an acute wood shortage 
which has some last factories operating 
at 60 per cent of normal output to 
achieve this end. 

Today, with the demand for shoes 
the greatest in the history of shoe- 
making and with a new awareness of 
the importance of styling te promote 
multiple sales, lastmakers are con- 
fronted with a wood shortage that 
began nearly two years ago when high 
wages drew labor into war plants and 
trees went uncut. To compensate, some 
lumber was cut last summer—not a 
normal practice—and large amounts of 
timber were felled during the past win- 
ter. However, this wood will not reach 
factories for at least another year and 
until that time there is no way of al- 
leviating the shortage. 

Because demand for lasts has been 
so accentuated, much experimenting is 
being done with plastic. To date plastic 
has proved impractical. The expense 
of sixty to eighty molds for a complete 
line of models is prohibitive. More- 
over, plastic in its present state of de- 
velopment does not lend itself to the 
various operations essential to working 
the last, nor to the tacking done in the 
shoe factory. 

However, current difficulties have 
served to establish that last making is 
at the very core of shoemaking. As the 
years ahead bring increased production 
and new fashions to footwear, last- 
makers predict they will also bring the 
realization that any program affecting 
the industry must take last making 
into full account, that, indeed, the last 
is not last. It is first. 





material, is white. Furnishings, such 
as the transparent drapery which hangs 
at the back of the twenty-six foot win- 
dows, are red. Like all materials of 
this nature he works with, Mr. Wolf 
secured the drapery from a theatrical 
costume maker. Only such sources pro- 
vide the novelty of texture and appear- 
ance that he desires. 

The opening of a new store is some- 
what like the debut of a new play. If it 
doesn’t please the critics—the exacting 
public in this instance—it’s a flop, plain 
and simple. Reaction is generally in- 
stantaneous and irrevocable. Like any 
artist, Mr. Wolf felt a reasonable de- 
gree of uncertainty over the reception 
that might be accorded his handiwork. 
Shortly before the store was opened to 
the public a passerby peered through 
the window and remarked to a com- 
panion, “Hey, look. A hew night club.” 
That was all Mr. Wolf ‘had to hear. “I 
then felt,” he said, “that I had achieved 
what I’d been seeking.” 








Southern Store to Expand 


New ORLEANS, LA — 
famous New Orleans fashion, shoe and 
accessory store, will be expanded, mod- 
ernized and face-lifted at a cost of $1% 
million, Maurice Kreeger, president. of 
the store, announced. 

A four-floor building at Canal and 
Bourbon Streets adjoining the present 
store will be leased and a new floor 
will be added to the. present structure. 
These moves will increase the store’s 
floor space by 50 per cent. Traditional 
French-Spanish architecture will be 
preserved in the remodeled buildings. 
The furnishings and fixtures will be in 
keeping with the New Orleans interior 
mode and will represent an adaptation 
of the French Directoire period. 

The first three floors will be devoted 
entirely to fashion departments, Mr. 
Kreeger said. Offices and services fa- 
cilities will be on the fourth floor. The 
building will be air conditioned. 
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CAVALIER LEATHER RENEW 


For renewing and dressing up scuffed and faded shoe leather 
—there has never been anything like Cavalier Leather 


Renew. Now in its new package it sweeps forward to ever 


increasing popularity with wise mothers all over the country. 


Order it today in a full range of colors at your favorite 


wholesaler. 


CAVALIER COMPANY 
Baltimore 30, Md. 

















Circus Atmosphere Attracts 
Young Customers 
[CONTINUED FROM PAGE 64] 


and fitting stools for older children 
line the walls. A circus-motif of gaily 
painted animals runs around the room 
along the walls, at above eye-level. In 
addition, a large, comfortably fur- 
nished lobby, carrying out the circus 
theme, lends an atmosphere of spa- 
ciousness to the shop. 

The store is owned by L. E. Massey, 
who has been its proprietor for a few 
years. Mr. Massey also owns a shop 
in the Willard Totel, selling high grade 


shoes for women, and a Conformal 
Shoe Store on E Street, N. W., selling 
men’s and women’s orthopedic shoes. 


C. E. Turner, who has been in the 


business over 25 years, is manager of 
the store. He specializes in the fitting 
of orthopedic and corrective-type chil- 
dren’s shoes. The business of the shop 
is divided evenly between corrective 
shoes for children and shoes without 
corrective feature. All ages, from in- 
fants to growing girls and boys, are 
counted among its customers. 

The newly decorated shop opened in 
mid-April and has been doing a boom- 
ing business since the opening. 





Washington Newsreel 


[CONTINUED FROM PAGE 48] 






1.49 in 1944; women’s dropped from 
2.89 pairs in 1944 to 2.45; and misses’ 
and children’s rose from 3.05 pairs to 
3.10. 

The revision of the index of whole- 
sale prices shows that, using 1926 as 
100, wholesale prices climbed to their 
1942 and 1948 level of 126.4 in 1945— 
a rise of .1 over 1944. 

‘The discussion of estimated percent- 
ages of leather and non-leather soles 
in shoe production brings this data 
through 1945 and reveals a decline in 
the overall percentage of non-leather 
soles in 1945 of 2.1 percent from the 
1944 percentage of 45.2. The percentage 
of non-leather soles in the various types 
of shoes for 1944 and 1945 is as fol- 
lows: men’s dress, 22.8 and 25.8; men’s 
work, 63.2 and 57.0; women’s, 21.1 and 
95.6; youths’ and boys’, 70.3 and 63.5; 
and misses’ and children’s, 31.0 and 
45.5. 

The revision of this booklet in addi- 
tion to many standard types of data, 
will also contain a breakdown of mili- 
tary footwear purchases through the 
end of the war, a table showing the dis- 
tribution of shoe sales by states which 
has been brought from 1939 through 
1944, and a tabulation of exports and 
imports through 1945, as compared 
with data current to 1941 in the first 
issue. 
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Coordinate Play Shoes 
With other Merchandise 


Sr. PauL, MInn.—Play shoes are big 
news at the shoe salon of Newman’s, 
Seventh Street, managed by E. E. 
Ellenburg. Demand has been extreme- 
ly high, due in part to the fact that 
promotion of these shoes has been 
strong. 

“In our advertising,” said Mr. Ellen- 
berg, “we tie up play shoes with play 
suits. In the store, we make small 
displays of the shoes with coordinat- 
ing merchandise, or show a single pair 
with a single suit. 

“We promote play shoes with match- 
ing purses with excellent results. One 
method has been to put enclosures of 
special combinations of the two in 
statements. These purses made of 
raffas in bright colors or in multi- 


colors are great favorites. When a 
raffia sandal at $10.95 is combined with 
a bag at $3.98, we have one of the best 
play shoe and bag combinations.” 

Reptiles are still favorites at New- 
man’s — a twelve-month seller, with 
light weights in demand for Spring 
and Summer months, the heavier alli- 
gators for the colder season. At pres- 
ent a rose-blush sandal is extremely 
popular for Summer clothes and is 
chosen often to complement a white 
outfit. 

Newman’s displays new styles in an 
interesting manner. A mirrored col- 
umn is used as a background. Two 
rows of shoes are placed at each side 
of the column, on holders regularly 
spaced from top to bottom. Each hold- 
er shows a different style shoe. Thus 
seven styles are shown on a side. An- 
other. mirrored column displays play 
and sport shoes in the same way. 


A window display introduced a trop- 
ical atmosphere of sport and play 
shoes by using tropical baskets as dis- 
play units. The baskets were turned 
upside down. In some instances, the 
shoes were placed on the top of the 
baskets, in others, on the sides. Still 
others were placed about among dis- 
play units holding tiers of shoes, to 
lend color. 


Tanning Company 
Announces Dividend 


CINCINNATI, OHIO —E. F. Keirnan, 
president of the Griess-Pfleger Tan- 
ning Company, Waukegan, IIl., and 
formerly with the Cincinnati headquar- 
ters has announced initial quarterly 
dividend of 15 cents a share on com- 
mon stock payable August 1 to holders 
of record July 15. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 68] 


the order since prices for these types are also being based 
on “new shoe” pricing provisions. 

That part of the order which aims at the increased pre 
duction of staple types of footwear is believed better taken, 
Manufacturers believe that shoes most affected by the order 
will be boy’s, men’s and children’s welt types. That such 
types are needed are not denied, but the feeling here is 
that the 10 to 15 per cent increase will not solve the whole 
problem of lower priced footwear. 


ROCHESTER 


MARKET conditions in the shoe industry were quite far 
down on the list of matters which might be said to be of 
gripping interest as this somewhat dazed citadel of con- 
servatism shook off the effects of a general strike. 

Nothing like that had ever happened in Rochester before. 

But there were none to assert “it can’t happen here” as, 
through the haze of 38 dreary hours that had their begin- 
ning early one morning on one of the closing days of May, 
the populace put up with many inconveniences, including 
lack of bus transportation, daily newspapers and various 
city services to the accompaniment of the tramp, tramp 
of massed picketers. 

Some shoe factories were affected by this strike, which 
came as a climax in a dispute between the city administra- 
tion and employees of its Department of Public Works 
regarding unionization; organized shoe workers refused to 
cross picket lines that formed in front of factories. 

Otherwise, the shoe business was not affected any more 
than others which have been perplexed with uncertainties 
through a series of strikes in which this seemed consider- 
ably more personal than the others. 

As samples for Fall in women’s shoes were generally 
completed, and salesmen about to go forth on their ac 
customed journeys to call on the trade, the shoe industry 
was faced with conditions such as had not been known be- 
fore in this generation, but which will have an important 
effect on business for the coming Fall. 

That is the unprecedented shortage of upper leather, par- 
ticularly kid leather and, to a lesser extent, calf. 

Before the war, normal purchases of goatskins averaged 
about 10,000,000 per quarter, and this dropped to approxi- 
j f mately 6,500,000 skins per quarter during the war. During 

3% meee tera of this year, because of the low price for 

N P hd i by the government, tanners were able to buy 

“WILLIAM COHA COM A only 1,700,000 skins, which is only 17 per cent of normal, 

a condition that will be reflected in the mannufacture of 
shoes in the third quarter. 

Since there is a shortage of suede, and totals of calf 
leathers are way down, it is evident that the shortages in 
leather, which are more acute than in the war years, will 
call for exceptional resourcefulness. 

What will be used for uppers? Certainly not anything 
like the normal amount of kids, calfskins and suedes, and 
so there will have to be such substitutes as gabardines, 

ics and reptiles—whatever can be obtained to bridge 
over this period in trying to make up the difference. 

Things look better, though, for deliveries in the last 
quarter of this Announcement by the government of 
a . i [Torn.7o Pace 88, PLEASE) 





rs of Casua 


fast turno or 


18 nate per co 





Boot and Shoe Recorder 





RTGS 


SSem saFSegktea §& 


‘oF & a 


EVERY PLAYTIME HOUR UNDER THE SUN... 


For You; 


ANS 


IT’S PROFITABLE 2%Sax-15% TIME! 


No. 680 — GABAR- 
DINE PLAY SHOE. 
Studded Forepart. 


June 15, 1946 


Wherever the sun is shining brightly, you'll find Playtops step- 
ping gayly out on happy, carefree feet. Wherever there’s fun 
and enjoyment, there too, you'll see Playtops galore . . . And in 
those stores that cater to this lively, new and growing market, 
there again you'll find them. Playtops move on and off the shelves 
often the very same day. Such consumer and retailer enthusiasm 
must be deserved. Just take a glance at Playtops’ better styling, 
more desirable materials and vastly 

cleaner workmanship. In them you'll 


find the reason why Playtops are tops 
for this profitable market. 


INVESTIGATE PLAYTOPS TODAY. 


No. 655—SANDAL PUMP. White 
€tk, Beige Elk. Leather Covered 5/8 
Flat Heel; Pancake Last. SIZES: 
4-9; half sizes. Medium 
Widths. 


IMMEDIATE DELIVERY 
Orders accepted in case lots or Minimum 
Order 18 pairs of one style and color. 

Terms: 2% 10 days, net 30, 


LEATHER SANDAL. White 
Smooth Elk; Red Elk. 
SIZES: 4-9; half sizes. 
Medium Widths. $3.1) 


SHOE & SLIPPER CORPORATION ¢ 200 CHURCH STREET. NEW YORK 13. N. Y. 





HUARACHES SCOOP! 


On the Floor—Ready for 
Shipment within 24 Hours 
of Receipt of Order. 


QUANTITY LIMITED. . . 


NOT $1.95...NOT $1.65... 
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Per Pair 





ORDER NOW! - 


r-—PRICE SCOOP!— 
BUT ONLY 





® Steerhide Uppers 
®@ Leather Insoles 
@ Made in Mexico 











Sold in 18 and 36 Pair Lots 
Wire or Mail Your Order Today! 


WRITE OR WIRE 


1233 WASHINGTON AVE. 


FIRST QUALITY! 


Made to Retail at 
$2.50 to $3.00 





MAR-BELLE snoe co. 


ST. LOUIS 3, MISSOURI 





Retail Shoe Group 
Perfects Promotion Plan 


[CONTINUED FROM PAGE 53] 


sumer magazines approved. First group 
ad was run in the May issue of Pic. 
This initial publicity was on men’s 
shoes. Each member reported excep- 
tional response to the promotion. 

A tremendous cammunity interest 
was noted in all group meetings, even 
though each store has its individual op- 
eration. Members have been close per- 
sonal friends for years. Nearly all 
stores are in the second generation of 
ownership, with several in the third 
generation, and with a fourth genera- 
tion in the grooming period. Collec- 
tively, these 12 outstanding family shoe 
stores total some 800 years of accumu- 
lated retail shoe ownership. 

Shoes from the Los Angeles shoe 
market were shown by heads of many 
representative establishments with the 
group very receptive to the offerings. 

At a luncheon meeting Urleen Chap- 
line gave a lively account of her shoe 
manufacturing experiences. Mary 
Thacker presented a broad picture of 
the Los Angeles market fashion trends. 
Melville Kaufmann, Casuals, Inc., re- 
counted the many Los Angeles group 
market national promotions in all types 
of merchandise. Mr. Kaufmann is one 


of the founders of “California Dons,” a 
pioneer group of selected manufactur- 
ers of men’s quality apparel. 

In his talk Mr. Kaufmann said, in 
part: “The competition for the con- 
sumer’s dollar will be more serious 
than ever before, so your research 
studies and interchange of ideas will 
stand you in good stead. All over 
America sportswear for everybody is 
becoming greater and greater, with lo- 
cal climatic conditions varying the 
length of time such apparel is worn. 
Once a new style is promoted and de- 
yeloped for the men, that style will last 
over a much longer period than a com- 
parable women’s style. California is the 
pioneer and originator in the men’s 
sportswear field, and has earned an in- 
ternational reputation for quality and 
styling of its products, 

“California’s inspiration for its 
wearable sportswear is in the Califor- 
nia. mode of living. California will 
never be a volume market but it will be 
a quality market. 

“This development of men’s shoes for 
the occasion means that many more 
pairs of casual shoes will be wanted by 
your patrons. This means more pairs 
per year, as men will definitely stay 
with their more comfortable casuals. 
There will be a steady demand for 
loafer-types, with a distinct trend to- 
ward heavier casuals.” 


Slippers Go the Glamour Way 
[CONTINUED FROM PAGE 55] 


multi-color studding, corded designs, 
dramatic prints—all these are used to 
satisfy a public hungry for the femi- 
nine, the exotic fashions of which it 
was deprived during the war. 

The whole new concept of slipper 
styling and promotion is based mainly 
on manufacturers’ desire to remove in- 
door footwear from the seasonal buying 
and bedroom categories, and to put 
them on a firm twelve month selling 
basis as part of planned shoe ward- 
robes. And perhaps too, given proper 
sales appeal, slippers can be the means 
to appease somewhat the frustrated 
consumer who is unable to get the kind 
of shoes she wants or even enough of 
them. 

If a customer is about to leave a shop, 
disconsolate at being unable to buy a 
shoe she needs or would like to have, 
an attractive display of slippers, con- 
veniently placed, might just catch her 
eye. She’d stop to admire, and perhaps 
then consider the need to give extra 
care to her present shoe wardrobe by 
supplementing it with indoor casuals. 
If the slippers are decorative, unusual, 
dramatic, her natural desire or impulse 
of the moment to be a “glamour girl” 
may prompt her to an unexpected pur- 
chase, and when she leaves she may 
well feel that the shopping ordeal was 
by no means a loss. 
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FINE NAME . . . A sound line, and one 
which has been sold profitably by lead- 
ing retailers for over a generation. Designed 
for volume, it features twenty styles in boys’ 
shoes, with a strong continuation run of five 
styles carried in the big boys’ 6'/2 to 9 range. 
American Boy Shoes represent a particularly 
remarkable value today and are worthy com- 
panions to nationally advertised American 
Gentleman Shoes. While current production 
is reserved for established accounts, im- aH f 
proved manufacturing conditions will see 
American Boy Shoes featured by a great list 
of fast-moving retailers. 
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75,000,000 
Advertisements For 


FOOTLETS*! 


Footlets advertising continues its domi- 
nating leadership for Footlets dealers. 
Life, Charm, Ladies’ Home Journal, 
Vogue, Mademoiselle, Motion Picture, 
True Confessions, Movie Story an@‘other - 
magazines make genuine Footlets the 
best known, the widest a % 


ness. Get your share—feature genuine | 
Footlets, starting NOW. Contact a sales | 
office = write us. It’s a natural for shoe * 
stores ; 
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J. W. LANDENBERGER & CO. 
Mokers of RANDOLPH KNIT Socks & Anklets 
Castor & Kensington Aves., Phila. 24, Pa. 
Sales Offices: New York, Chicago, Boston, 


F 
*Trade Mark — 






























Report on German Leather Industry 


Wasuincton—The German leather goods industry was 
able to obtain necessary raw materials, increase production, 
and meet military and civilian demands for leather goods 
during the war, in spite of restrictions, according to a report 
released by the Office of the Publication Board, Department 
of Commerce. The report, made by investigators for the 
British Intelligence Objectives Sub-Committee, describes 
the German leather goods industry in the British and Ameri- 
can occupation zones. 

A noteworthy feature of the industry was the work of 
special plate engravers. Thousands of patterns were en- 
graved on plates for embossing leather and imitation 


. leather. An enormous variety of grains and designs could be 


achieved in this way. The success of the German industry, 
however, was due more to clever management, special- 
ization, and long-term apprenticeship training than to tech- 
nical advancement, according to ‘the report. 

Production was decentralized in small communities, 
where small groups of workers specialized in certain types 
of leather goods. As a result, overhead was reduced, and 
the financial obligations of large industrial plants under 
social insurance and factory legislation were avoided. 

Since trade unions had been abolished by the Nazis, 
wages were regulated by the government in consultation 
with the industry. Wage standards were relatively low and 
during the war were pegged at the 1939 level. This advan- 
tage made it less urgent to meet,competition by improved 
production methods. , 

A thorough apprenticeship training system insured a 
constant source of highly skilled Jabor. On leaving school 
at the age of 14, youngsters underwent a three-year training 
course, during which they were taught not only industrial 
skills, but also general commercial subjects and Nazi politi- 
eal philosophy. Smooth coordination with auxiliary in- 
dustries, such as metal fittings and frame manufacturers 
and stamping and embossing; ‘plate manufacturers, also 
made for efficiency. “ 

The report contains several appendices giving production 
figures and describing apprenticeship training and man- 
ufacturing processes. It includés numerous photographs 

of machines produced by the Saechsische Cartonnagen- 
Maschinen factory at Dresden. ' 


a | 





Manufacturing and Markets 
[CONTINUED FROM “PAGE 84] 


a 25 per cent increase in the a of raw goatskins will 
attract more of them to the market; some skins will be 
coming from countries whose trade in them has been cut 
down by the war and other difficulties which followed in 
its wake, and labor troubles in tanneries are all expected 
to be resolved. 

Meanwhile, the problem of shoe factories in this area 
continues to be mainly one of lack of materials rather than 
of labor, but they are as busy as they can be under the cir- 
cumstances. A demand for higher wages in some was the 
subject of continuing negotiations as May came to an end. 

Shoe stores, the stocks of which have been depleted by 
the demand for footwear, are themselves making such a 
demand for the replenishment of stocks as has never been 
known before. 

Some report an increase in shipments of men’s shoes, 
with whites and pectators selling well as soon as they are 
received in spite of a cool May, while the higher grades of 
women’s shoes are harder to get. 
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Review of the Retail Trade 


[CONTINUED FROM PAGE 74] 


larity, and heels range from the flat 
ballerina to the leg-flattering spike. 
High heeled wedgies are exceptionally 
good, but first place is given to the 
medium or low heeled good comfor- 
table walking shoe. 

One dealer—Frank J. Carpenter, 
manager of the shoe department at 
Rutland’s—says “the less shoe the 
more style” referring to the shoe that 
is little more than a few bands to hold 
the sole to the foot. He feels that 
Florida is no place for oxfords, be- 
cause of the climate, and if this is 
true here in Winter it will carry 
through the North into Summer 
months. A sling pump of alligator, 
with a single strap across the front 
has been a very good number, espe- 
cially in white. The inability to get 
sufficient white shoes to satisfy the de- 
mand has slowed white sales, and 
color is moving in nice volume. 

E. J. Sanders, Jr., of the Crittenden 
Rootery Co., has the same comment to 
make regarding white: “There’s a 
shortage, but we hope to have plenty 
before too long.” 

Taken altogether, shoe merchants 
are inclined to agree that women are 
using more sense this season in select- 
ing their footwear. While high style 
is important, even more so is it to find 
something combining style and com- 
fort. Because of the shortage of white 
buyers are taking to red. Argentina’s 
reptiles are furnishing plenty of smart 
red shoes for dressy occasions. Black 
patent and luggage calf are also good. 


A 


STOCKS IN PITTSBURGH 
REPORTED FAIR 


DEMAND is still well ahead of sup- 
ply in Pittsburgh stores. Spectator 
type play shoes with 12/8 heels are 
moving particularly fast, on teen-age 
feet, and stocks are fair. Women are 
buying black patent and brown and 
white as fast as they arrive, and some 
stores have been able to meet as much 
as half the demand. 

Several stores are promoting beauty 
in “sensible shoes”—and finding it a 
highly successful campaign. Schmidt's 
advertise their Kumfort Shoes in 
“Snow-drop White” with attractive 
patterned perforations. These move 
so fast that they must be limited to 
one pair per customer. The Selby 
Shoe Shop ran one ad featuring “Red 
—in the prettiest shoe in town.” These 
were of calf skin in casual and dress 
styles. Out of 228 pairs, the store re- 
ported 23 pairs unsold a week later. 
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Shoe Trade Slowed Down by Supply Problem 


Factories Suspend Operations for Lack of Leather and Smaller 
Retailers Complain of Being Cut Off from Quotas 


New YorkK—The critical supply sit- 
uation, which appears to be growing 
progressively worse, both with refer- 
ence to shoes and the leather from which 
they are made, continues to be the im- 
mediate problem causing most concern 
to manufacturers and merchants. 

Shoe factories are reported to be 
slowing down their operations and in 
some cases closing down entirely for 
several days in the week because they 
lack the leather they need to keep 
going on production of footwear ur- 
gently need by the stores. Some are 
planning to extend the usual Fourth of 
July vacation shutdown to two weeks 
or longer. 

The acute shortage that exists at the 
moment is attributed by shoe manufac- 
turers mainly to delay on the part of 
the Office of Price Administration in 
approving the long-sought increase in 
ceiling prices on leather which the 
agency has indicated may be shortly 
forthcoming, but which, as this is writ- 
ten, has not been made effective. Tan- 
ners deny that shipments are being 
held back in anticipation of higher 
leather prices, but there appears to be 


little doubt that inability to produce 
shoe leathers at present costs and sell 
them under present ceilings is a seri- 
ous factor in the supply situation. 

In shoes, lifting of manufacturing 
controls has created a retailer-manu- 
facturer situation which is widely re- 
ported to be stirring considerable re- 
sentment among the former and appre- 
hension among the latter. Now that 
the manufacturer is once again a free 
agent in using his materials to his best 
judgment and selling to whom he deems 
most profitable, some are said to be 
adopting the policy of cutting off small 
retailers and concentrating deliveries 
on the big buyers. 

The little man’s story is that this is 
an unpardonable breach of faith, an 
unwarranted grab by the producer for 
immediate profits at the expense of a 
distribution system on which the ‘con- 
sumer must depend, and a threat to 
the existence of hundreds of small town 
shoe stores. Rumors are rife of im- 
pending lawsuits in equity to compel 
a of an opportunistic pol- 
icy. 

They point out that the small dealer 


nationally dispenses more footwear to 
the people than the large outlets and as- 
sert that the big buyers, when normalcy 
returns, will force price concessions 
from manufacturers more than offset- 
ting in the long run the present bene- 
fits. This factor, they say, also will off- 
set any savings the manufacturers 
might effect now concentrating distri- 
bution and reducing sales, shipping, 
clerical and collection costs. 

The story told by some manufac- 
turers is that retailers who have been 
cut off were almost without exception 
marginal distributors whose accounts 
over the years, and consequently under 
rationing, were so small as to entail 
insignificant profits, if not actual loss. 
They report accounts were scanned as 
far as 15 years back before any ad- 
verse decisions were made. 

In each case it was also first deter- 
mined that these marginal victims long 
had given the majority of their busi- 
ness to a competitive manufacturer who 
should be under obligation now to take 
care of him. The record made it clear 
the retailer never had been and never 
would be a profitable customer. 


Another argument, not voiced by 
manufacturers but attributed to them 
by disgruntled retailers, is that the 
popularity and national! advertising of 
certain brand footwear eventually will 
compel the small town retailer to stock 
it, regardless of any animosity. 
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Baltimore Store Puts on 
Modern Dress 


[CONTINUED FROM PAGE 59] 


Three flights up, the cobblery is | 


reached, and here is one of the finest 
shoe rebuilding shops in the city. Ex- 


perts in this section use factory meth-, | 


ods to rebuild shoes, lengthen or widen 


them, reheel, resole, recolor and reshape | _ 


them to restore the new look. 

Announcing the opening a full-page 
advertisement appeared in the Sunday 
paper with sketches of the new depart- 
ments and descriptions, and a folder 
was sent to all customers. The booklet 
was printed in black type on a white 
background with touches of blue pastel 
coloring running through. 


Pittsburgh Teen-Agers 
Crave Platforms 


PITTsBURGH, PA.—Retailers here are 
extremely grateful to the teen-age girls 
- for being so happy with their platform 
strap sandals. There are plenty of 
these shoes in the three to five dollar 
price range, and the bobby soxers are 
welcome to as many pairs as they want. 
Ballet slippers are still holding their 
own with this group, particularly in 
black doeskin. Colors of fabric play 
shoes range from black and white 
through red, green, blue, yellow, tan, 
and multicolor. 
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HEALTHY, YES, 0 
and HAPPLIE 


I'S IDEAL BABY SHOES 


HEALTH AND HAPPINESS go hand-in-hand, 
they say: but, in fact, both result from the care tiny 
feet receive in infancy. The experience of over a 
quarter of a century combines with especially selected 
top-grade materials and expert shoemaking to make 
Ideal Baby Shoes the finest shoes which can be fitted 
to an infant's foot. 


Like all good things Ideal Baby Shoes are in 
short supply, and for the time being, ot least, 
remain on a rigid quota to established dealers. 


mes. DAY'S IDEAL sasy sHoE co. 
DANVERS . MASSACHUSETTS 


1070 MERCHANDISE MART 71 WEST 35th STREET 
CHICAGO, ILLINOIS NEW YORK 1, N. Y. 
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Pioneer Canadian Store 
Changes Name 


Victoria, British CoLuMBIA — The 
retail shoe firm of James Maynard, 
Limited, which has operated in Vic- 
toria, B. C., for the past 61 years, 
recently changed its name to Simpson’s 
Footwear Limited. 

For the past twelve years the store 
had been owned and operated by the 
late John G. Simpson who passed away 
last December. After his death. his 
brother, R. K. Simpson, was appoint- 
ed managing director, and A. J. H. 
Simpson was made assistant manager 
and buyer. 
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Simpson’s Footwear Limited carries 
a wide range of well-known branded 
lines in men’s, women’s and children’s 
styles. 


G. Bower Slack 


Kansas City, Mo.—G. Bower Slack, 
84, who was a shoe manufacturer’s 
agent in Missouri, Arkansas and IIli- 
nois before his retirement some years 
ago, died June 1 at his home in Kansas 
City. He was a member of the Third 
Church of Christ, Scientist, and a 
long-time member of the Masonic lodge 
in Chillicothe, Missouri. 

He is survived by his wife and one 
daughter. 








Selby Prepares 
For Expansion Program 


PorTsMOUTH, OHIO—N. B. Griffin, 
general manager of The Selby Shoe 
Company, has announced that plans 
have been completed for increased pro- 
duction of the various Selby brands 
before the end of 1946. 

Every shoe manufacturer faces pres- 
ent acute leather and material short- 
ages with no relief in sight until the 
Winter months. However, the Selby 
company feels that with the beginning 
of 1947 some relief will be forthcoming, 
and are aiming their sights accord- 
ingly. Since over-all plans are gen- 
erally made six months ahead of the 
event, the company has_ recently 
strengthened its inside organization, 
and today is employing more than 3,200 
people. 

In addition, there has been a 
strengthening of the sales force and 
a policy has been established that each 
of the thirty salesmen will carry one 
line of shoes exclusively. 

“All during the war our salesmen 
and executives have attempted to keep 
in close contact with our retail custom- 
ers whose cooperation has been won- 
derful,” said Mr. Griffin. “With the 
recent additions to our selling organ- 
ization, we are looking forward to the 
time when it will be necessary for our 
representatives to contact our custom- 
ers four or five times yearly, and to 
achieve a well rounded operation in 
line with ‘year around selling’ and pro- 
motion it will be necessary to have 
a well balanced, concentrated effort. 

“With this thought in mind, our sell- 
ing divisions have been set up under 
the direction of two vice-presidents and 
co-sales managers, W. F. Hooley and 
M. H. Stevens. 

“Mr. Hooley will be in direct charge 
of one division which will merchandise 
Tru-Poise, Styl-Eez and Easy Goer 
Shoes. E, W. McCain will continue to 
be line manager of Tru-Poise, with R. 
F. Kibler, recently with International 
Shoe Co., assisting. Ed Pankau, re- 
cently with Brown Shoe Company, will 
be in charge of the Styl-Eez line. An 
Easy Goer line manager has not been 
ppointed up to the present time. In 
addition, Mrs. Tatman will continue 
as chief stylist. 

“Mr. Stevens will head the other 
selling divisions in charge of Arch Pre- 
server, Physical Culture and Ground 
Gripper divisions. As before, R. N. 
Donohoe will be in charge of Arch Pre- 
server. H. C. Segur will continue as 
line manager of Ground Gripper-Can- 
tilever Shoes. W. O. McCracken will 
be in charge of Physical Culture, re- 
placing E. B. Beattie, who will leave 
soon to become general manager of 
Companhia Calzado Clark in Sao Paulo, 
Brazil, a shoe manufacturing and re- 
tailing company in which Selby is in- 
terested. S. B. Cropper has been pro- 
moted to the assistant line manager of 
Physical Cultures. 
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GIVEAWAYS! 


The WISE Retailer’s 





" cate- 
‘or newes . 
Weve of souvens®® 

end novelties 


39-45 W. 19th St., New York 11, WY. 
SUPPLYING ADVERTISING 


NOVELTIES SINCE 1902 j 











Basic plans include the expansion of 
national magazine and trade paper ad- 
vertising under the direction of W. E. 
Lawson, advertising manager. This 
total program maintains the advertis- 
ing pace which Selby established over 
thirty years ago. Several new men 
have been added to the Selby sales 
force. 

The board of directors met on May 
23 and passed the usual dividend of 
12%c. per share. The year-end stock- 
holders meeting will be held June 20 
and at that time will pass a resolution 
complimenting the Selby employees for 
the splendid schedule they have main- 
tained during very difficult times. 





Casuals Featured at 
Pennsylvania Show 


PrTTsBuRGH, Pa.—The Pennsylvania 
Shoe Travelers Association Fall Show 
drew a large attendance, according to 
Joe Harris, secretary. Over 100 lines 
were shown at the Hotel William Penn 
last month and a serious shortage of 
all leather shoes was noticeable 
throughout. 

Deliveries were reported generally 
late, with basic styles worst hit. The 
buying public seems not to realize that 
shoes are not to be had, and the de- 
mand has rarely been larger. Many 
customers try to buy three or four 
pairs, but stores discourage these mul- 
tiple sales in order to distribute stocks 
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as widely as possible. Many retailers 
keep order files, giving servicemen 
preference over other customers. De- 
sirable shoes go out immediately, in 
spite of the retailers’ deep concern over 
frequent disparities between quality 
and price. 

Play shoes are being promoted for 
Fall, especially platform sandals and 
sling pumps. The color card showed 
Cherry, Turf Tan, and Black for wo- 
men. Patent, suede, and reptile in 
high styles are particularly in demand, 
with better casuals next. There is a 
fair supply of moderately priced san- 
dals, sling pumps, and walled lasts in 
high and low heels. 

The platform strap sandal craze 
saves the situation for the teen agers, 
since most houses have plenty of this 
type priced from three to five dollars. 
Growing girls shoes have closed toes 
and white soles on white and saddle 
oxfords. 

For men, the trend is away from 
strap, eyelet, and military types, to 
spade and wing tip styles, predominant- 
ly in tan. Loafer demand is far ahead 
of supply as are children’s shoes which 
have never been more critically scarce. 

John Chiprean, owner of the C. E. 
Miller Shoe Store in Butler, Pennsyl- 
vania, pointed out the sunny side of 
the picture. “We’re all making plans 
to do a better job in the shoe business,” 
he declared. “Merchants are remodel- 
ing, adding accessory lines, buying bet- 
ter merchandise and showcases.” 


He described the plans of his own 
store for giving the customer better 
fitting service. Detailed information 
obtained from the Bureau of Statistics 
of the National Shoe Retailers Asso- 
ciation in Washington, will be the basis 
for instructing salesmen on the finer 
points of fitting customers for both 
comfort and style. “Customers are be- 
coming fit conscious,” Mr. Chiprean 
explained. “More stores are buying X- 
Ray machines and wondering how they 
ever did without them. They are stock- 
ing wider size ranges than ever and 
making a determined effort to fit 
correctly in spite of shortages.” 

Joe Harris announced the date for 
the Spring Show of the Pennsylvania 
Shoe Travelers Association will be 
November 9 through 12, at the Hotel 
William Penn, Pittsburgh, Pennsyl- 
vania. 


New Store Opened 


ELLSwortTH, KANS.—Pals Clothing, 
a new shoe, ladies’ and men’s wear 
store, opened recently here on the East 
side of North Douglas Avenue. George 
Jelienk and W. A. Kirk are the own- 
ers. The new store features indirect 
lighting, and also has spotlights in the 
windows, giving much added attrac- 
tion. 

One of the biggest attractions is 
“Baby Land,” which features a com- 
plete stock of everything for the in- 
fant. 
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IN COFFEE, 
it’s the blend... 


IN LEATHER SOLES, 


FIBRE-SORTING 
makes the 
difference 


FIBRE-SORTING, by England- 
Walton’s skilled craftsmen, with 
minute differences of inner fibre 
construction in leather at their 
trained finger-tips, provides supe- 
rior matched soles : . . assuring re- 
tailer and customer repeat orders 
for manufacturers who insist on 


E-W FIBRE-SORTED leather soles. 


FIBRE-SORTED soles give that 
extra plus that is a valuable E-W 


selling feature. 


ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston + Camden + Peabody « New York « St. Louis 
Columbus + Milwaukee « Los Angeles « San Francisco 
Ashland, Ky. + Newport, Tenn. « Hazelwood, N.C. 


SET 2 


POLARIZED LIGHT PARALLELS 
KEEN INSIGHT OF ENGLAND-WALTON SORTERS 


E-W fibre-sorted mated soles offer flexibility and 
wear-resistance. 

Set 1 of these paired photomicrographs shows un- 
even stress lines gevcinges in unmatched flexed 
samples ... like internal structure of unmatched 
leather soles: UNEQUAL WEAR SERVICE. 

Set 2 reveals uniform stress lines .. . comparable to 
soles matched by E-W sorters: LONGER, MORE 
EVEN WEAR. 
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Broad Shoe Price Rise to Await Studies 





Increases in Leather Prices Allowed by OPA Expected Eventually to 
Be Reflected in Further Footwear Advance 


WASHINGTON — An increase of six 
per cent in producers’ ceiling prices of 
tanned leathers was authorized by the 


Office of Price Administration June 7, . 
to take account of higher costs for- 


labor, tanning materials and other fac- 
tors. 

‘Producers’ prices of goatskin and 
kidskin leather, processed from import- 
ed raw skins, have been increased 10 
per cent to cover recent increases in 
the purchase price of theiskins, the 
Office of Price Administratforl. said. A 
corresponding increase of nine per cent 
is provided for resellers who handle 
these leathers on their way to leather- 
products manufacturers. 

;The action, effective June 7, 1946, 
will not result in an increase to cén- 
sumers in the form of higher prices for 
leather products at this time, OPA 
said. No action in this direction will 
be taken on ceilings for shoes unless 
and until cost surveys of this indus- 
try, when brought up to date, show 
that the new higher leather costs will 
depress industry earnings below the 
standards required by law. The recent 
increase in low-cost standard shoes 
made an allowance for the expected in- 
crease in the price of leathers, OPA 
said. 

As for shoes that were not covered 
by this low-end increase, OPA explain- 
ed that when the prices of all shoes 
were increased last December—an in- 
crease which did not reach consumers 
—the amount of the price rise was 
based largely on estimates of cost in- 
creases expected to result from the end 
of shoe rationing and availability of 
more expensive leathers. At that time, 
industry and OPA representatives 
agreed that no further over-all price 
change on shoes would be made until 
it could be determined, through study 
of actual cost data, whether these esti- 
Mates were adequate or too liberal. 
Continuing collections of cost data have 
been made since that time. What hap- 
pens to the price of shoes depends en- 
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tirely upon the outcome of these 
studies. 

The new higher prices of leathers 
are based on four factors which, avail- 
able data show, have brought the cost 


. of leather tanning up to or beyond the 


prices established for leather at pre- 


- Pearl Harbor levels, OPA said. These- 


are: ‘ 
1. Decreasing yield: Tanners have 


‘been subject to a decreasing yield from 


available hides because of the abnor- 
mal slaughter conditions that now ex- 
ist. Ordinarily, the bulk of raw cow 
and other hides come from major pack- 
ing houses, which take great care to 
leave the skins intact for tanning. A 
larger proportion of the hides has been 
coming from country and small packers 
who are less skillful in removing the 
hides. 

2. Reduction in volume: Similarly, 
the reduction in volume of skins re- 
sulting from reduced slaughter and de- 
creased imports has increased the per- 
unit expense of processing leather. In- 
formation obtained from Government 
supply agencies indicates that 1946 
supplies of hides and skins will drop 
by over 16 per cent from the 1945 
volume. (In 1944, imports represented 
25 per cent by value of the total hides 
and skins used in the United States. 
Entrance of European and South 
American buyers into the raw hides 
markets has increased the competition 
for these hides.) 

There has been no actual increase 
in the prices of domestically produced 
hides, and none is contemplated. Prices 
of imported goat and kid skins proc- 
essed domestically were recently in- 
creased; this was the reason for the 
increase granted today to tanners of 
imported goat and kid skins. 

8. Wage increases. Tanners gener- 
ally have granted approved wage in- 
creases ranging from two to twenty 
cents an hour. Indirect labor cost in- 
creases have also been registered in 
the form of increases to workers out- 
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Named Director of 
National Hide Association 


CuHicaco, ILL.— Announcement is 
made that the management of the Na- 
tional Hide Association has been placed 
in the hands of A. V. Fingulin, as ex- 


A. V. FINGULIN 


ecutive director. He succeeds Thomas 
F. Ryan, who resigned after serving in 
that capacity since the association was 
formed approximately a year ago. 

Mr. Fingulin is well known and 
highly regarded in the leather and re- 
lated fields, having spent the last 30 
years in phases of the industry deal- 
ing not only in leather itself but in the 
raw materials needed to make leather, 
and in products made of that leather. 
His experience embraces advertising, 
merchandising, editorial and trade as- 
sociation work. . 

Mr. Fingulin at one time or another 
edited three trade magazines and 12% 
house organs in the leather and kin- 
dred fields. He is the author of hun- 
dreds of articles on business. 

Offices of the Association will be 
maintained at 630 Engineers Bldg., 
Cleveland 14, Ohio; as well as at 130 
North Wells Street, Chicago 6, Illinois. 


Store Location Changed 


Stevens Point, Wis—The Shippy 
shoe store has moved to a new location 
in this city. 











OUR NEW PLANT 


which we will occupy in the near future 
means bigger and better facilities for in- 


creased production of 


LION SANDALS 


Watch For Further Developments! 


LION SANDALS. Ine... 


123-125 BLEECKER ST., NEW YORK 12, N. Y. 


Formerly Lion Luggage Company 
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Modern Midwest Shoe Store Features “Television” Front 





Kansas City, Mo.—The "television" store front was in- 
troduced here recently when the Chandler Shoe Store 
unveiled its completely modernized shop located in the 
downtown area of the city. The front, as seen above left, 
eorns its description from the thirty foot glass facade 
which stretches from the sidewalk to the second floor of 
the building. The entire inside of the store is thus visible, 
arousing the interest of the passer-by to the Interior of 
the store. 

Another feature of the Chandler Store is the absence 
of window displays. Due to the field of view offered by 


the all-glass front, two show cases, placed well back 
from the window, are visible from inside and out. 

The shop Is air conditioned and is lighted by three dit- 
ferent types of illumination. Photo at right shows fluores- 
cent lighting is used to illuminate the portion of the store 
that Is under the balcony, incandescent fixtures lend a 
decorative motif to the main ceiling, and neon is used in 
the outdoor sign. 

R. T. Smith, who has been in business 25 years, is the 
manager of Chandler's. He has been with Edison Bros. 
of St. Louwls, operators of the shop, for 20 years. 
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Quits OPA Post 


as Regional Administrator of Region organization, increasing membership. 


New YorK—Leo F. Gentner, OPA 
Administrator for Region II, resigned 
that post on June Ist. OPA Region II 
takes in the states of New York, New 
New Jersey, Pennsylvania, Maryland 
and Delaware, as well as the District 
of Columbia, with headquarters in the 
Empire State Building. 

Mr. Gentner joined the OPA in 
April, 1942. He was Regional Adminis- 
trator of the West Coast for approxi- 
mately one year, and then was called 
to Washington as Assistant to the then 
National Administrator, Chester 
Bowles. On August 1, 1945, he was 
appointed to succeed Daniel P. Wooley 
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Ohio and Pennsylvania 
Travelers Join NSTA 


CuHicaco, ILL.—Wholesale salesmen 
all over the country are becoming con- 
scious of the need of a strong national 
organization to protect their interest, 
Norman N. Souther, secretary-treas- 
urer of the National Shoe Travelers’ 
Association, declared recently, following 
his return from a swing over the coun- 
try. During his trip, he was instru- 
mental in getting the Ohio Shoe Trav- 
elers Club and the Pennsylvania Trav- 
elers’ Association to join the national 


Mr. Souther found salesmen anxious 
to hold advantages gained and make 
fresh inroads in improving their own 
working conditions. “Not only are the 
shoe travelers interested in forming a 
solid national front for their own bet- 
terment, but their belief in strength 
and numbers makes them willing to 
join other national traveling salesmen’s 
groups. 

Mr. Souther has worked closely with 
the National Association of Women’s 
and Children’s Apparel Salesmen, Inc., 
a group of thirty-three affiliated groups 
from coast-to-coast, and now is a mem- 
ber of the executive advisory council of 
that group. 


Boot and Shoe Recorder 





, a 


o-- a2 ea 26 


~~ mem |S coe 





Coast Sales Ahead of Last Year 


San Francisco—Retail shoe sales. in San Francisco 
stores for the first four months of 1946 are reported well 
ahead of last year’s record-breaking averages. 


Both independent and department store are now featur- 
ing Summer footwear, and sport and play shoes. Livings- 
ton Brothers had an attractive window of play shoes in 
white, red, brown, tan, and variegated colors, ranging in 
price from $2.85 to $6.95. 

Men’s and women’s Summer and sport models are get- 
ting the play at Hanan & Son’s store with men’s models in 
white and tan oxfords, and women’s models in white and 
tan and bright reds, greens and blues, as well as raffia 
sports. C. H. Baker Co. have an attractive blue and gold 
background motif in their Geary Street store for displays 
of all types of Summer styles prices from $6.95 to $16.95. 

The Frank Werner Company windows are a series of 
small three-foot units, with each window featuring a single 
type of shoe. This makes up an eye-catching series of dis- 
plays of blacks, reptiles, whites, reds, browns, and raffia, 
each arranged with matching bags and accessories. 

I. Magnin & Co., have been calling attention to their 
displays of wedges in plain colors and stripes to go with 
denim play and sport outfits. 

Retailers are experiencing a brisk Summer business in 
all types of vacation footwear. With no restrictions on 
travel, many people will be taking their first real vacations 
in years, and they will want the proper footwear for their 
outings. Dealers feel that this should cause a strong de- 
mand for play and dress shoes of all types. 


West Coast Travelers Elect New Officers 


LOS ANGELES, CAL.*—-Newly elected officers of the 
West Coast Shoe Travelers Associates are, seated left to 
right, president, Carl O. Johnson, Krippendorff-Dittmann 
Co.; secretary-treasurer, David Holcombe, Ace Exhibits 
Co.; and standing left to right, Tom F. Malley, vice-presi- 
dent, Gilbert Shoe Co.; and E. T. Reedy, 2nd vice-president, 
I, Miller & Sons, Inc. 
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BEN ORLICK 


New Yorx’s Live Wire 


AT ONCE DELIVERY 


Quality Plastic Patent Play Shoes 
California Process 


Nailhead Studded | 


$3.12 


Net 10 days 






| 


18 or 36 pair lots Sizes 4/8 or 5/9 


STYLE 1728—WHITE PLASTIC PATENT 
STYLE 1729—WHITE SUEDINE 

Style 1716—Black Plastic Patent 

Style 1722—Black Suedine 

Style 1723—Cherry Coke Plastic Patent 


134 W. Broadway, New York 13, N. Y. 
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New York Retailers Protest 
Pricing Delay 


ROCHESTER, N. Y. — Detailed and 
hard-to-get statistical information which 
the national OPA asked of the New 
York State Shoe Retailers Association 
in reply to the group’s protesting the 
long delay in setting new retail prices 
for rubber footwear—can only result in 
“additional red tape,” Harry Ehren- 
preis, president of the association wrote 
jn renewing a demand for prompt ac- 
tion. The wholesale price has been 
raised 10 per cent. 

After the association had sent a 
strong protest to Washington about the 
delay, Robert A. Winters, head of the 
Rubber Products Section, Rubber, 
Chemicals and Drugs, Price Section, 
wrote that a study of the subject was 
being made and asked that members 
submit figures on operating ratios, ex- 
pense ratios and gross margins for the 
base period 1936-1937. 

In his response to this, Mr. Ehren- 
vreis called attention to the fact that 
prompt action is imperative from the 
consumers’ standpoint, because, if re- 
tailers are compelled to sell rubber foot- 
wear at a loss, it is reasonable to as- 
sume they will not carry this type of 
merchandise. Mr. Ehrenpreis said in 
his letter, “The information you re- 
quested concerning operating ratios, ex- 
pense ratios and gross margins for the 
base period 1936-1939, to be furnished 
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Dates to Remember 


Golf Tournament, Central Pennsylvania 
Shoe and Leather Association, York 
Country Club, York, Pa. June 21, 1946 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. June 24, 25, 1946 


Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, New 
York. July 7, 8, 9, 1946 


Shoe Showing, Ohio Shoe Travelers Club, 
Hotel Statler, Cleveland, O. 
July 14, 15, 1946 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. October 27, 28, 29, 30, 1946 


National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 1946 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 1946 


Spring Showing, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 9, 10, I1, 12, 1946 

Shoe Show, lowa National Shoe Travelers’ 
Association, Fort Des Moines Hotel, 

Des Moines, lowa. 
November I!, 12, 13, 1946 


Shoe Show, Southwestern Shoe Travelers’ 
Association, Adolphus, Southland & 
Baker Hotels, Dallas, Texas. 

November !1, 12, 13, 14, 1946 


Spring Shoe Fair, Indiana Shoe Trav- 
elers’ Association, Murat Temple, 
Indianapolis, Ind. November 17, 18, 1946 


Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March I1, 12, 1947 


National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 1947 





you by a great number of the retail 
footwear retailers throughout the United 
States, and now including the New York 
State Shoe Retailers Association, can 
only result in additional red tape and 
further delay in extending relief to 
these retailers, when such action is im- 
perative immediately. 

“Certainly, you must realize that to 
compel retailers to operate on a 26 or 
27 per cent mark-up, when the aver- 
age operating cost is 32 to 33 per cent, 
is not consistent with OPA’s claim of 
being generally fair and equitable. 

“Prompt action in the way of relief 
is essential not only from the retailers’ 
angle, but from the consumers’ stand- 
point, for with the retailers compelled 
to sell rubber footwear at a loss, it is 
reasonable to assume that this type of 
merchandise will not be carried by them, 
thereby jeopardizing the health of mil- 
lions of consumers who won’t find pro- 
tective, rubber footwear available.” 


D' Scholl's 


FOOT 
COMFORT 


WEEK 


a Sea with this big 


event by displaying 
Dr. Scholl's Foot 
Comfort Appliances 
and Remedies in your 
window. When you 
make people “Stop 
and look” you get the 
lion's share of this ex- 


tra foot relief business. 


Three Salesmen’s Groups Meet 


Cuicaco, ILL.—In order to strengthen 
the position of wholesale salesmen in 
the post-war economy, the National As- 
sociation of Women’s and Children’s 
Apparel Salesmen, Inc., and the Na- 
tional Shoe Travelers’ Association will 
coordinate their efforts with the Na- 
tional Council of Salesmen’s Oraniza- 
tions, it was decided at a recent meeting 
of top executives of the three associa- 
tions at the Morrison Hotel here. 

Norman N. Souther, secretary-trea- 
surer of the National Shoe Travelers’ 
Association, who ‘attended the confer- 
ence, declared: “Anything that helps 
the wholesale salesman retain his posi- 
tion in the long established distribution 
systems, we are for and will lend our 
aid to.” 

“We are marching along together in 
the interest of the salesman,” I. Jerome 
(“Duke”) Harris of Chicago, president 
ot the National Association of Women’s 
and Children’s Apparel Salesman, and 
Howard R. Giroward of New York, 
president of the National Council of 
Salesmen’s Organizations, said at the 
Chicago meeting. 

“None of the organizations involved 
loses its independence,” the two presi- 
dents said in a joint statement. It 
represents a conibined operation for a 
definite purpose.” 

The keynote of the co-operative and 
friendly joint meeting of the salesmen’s 
group executives was: “We are anxious 
to serve the salesmen of America.” 
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Better Shoes in Big Demand at Guild Show 


Manufacturers Hope to Step up Production to Meet Requirements— 
Closed Shoe Seen as Coming Big Style Item 


Goldes Leaves AMC 


NEw YorK—Samuel Goldes has re- 
signed his position as buyer and mar- 
ket representative of men’s, children’s 
and boys’ shoes for Associated Mer- 
chandising Corporation, here. He acted 





New YorkK—Buyers again continued 
to purchase the quality footwear they 
were shortest of at the Main Fall Open- 
ings of the Guild of Better Shoe Man- 
ufacturers, held in members’ show- 
rooms here during the week of June 
10. Despite the confused supply situa- 
tion, Guild members were ready for the 
fourth showing in the group’s cycle of 
five yearly. 

“Makers are producing and planning 
to produce as many units as is possible 
to satisfy the ever increasing demand 
for high quality shoes,” Benjamin D. 
Schwartz, president of the Guild, stated. 
“With the increasing demand for better 
shoes and the growing realization of 
the value in better shoes, we are con- 
vinced only a fraction of the consumer 
requirements is being met, or can be 
met in the immediate future.” 

The Guild houses had new designs to 
show, but made commitments on leath- 
ers and colors with a “maybe” attached. 
In the main, stock on shelves is in such 
short supply that manufacturers were 
not even able to sell against inven- 
tories, as is customary. A number of 
the Guild members have been forced to 
use a certain percentage of fabrics be- 
cause of the leather shortage. Buy- 
ers, retailers and manufacturers alike 
agreed that there has never been a 
period of such wishful thinking in the 
industry. “It might happen tomorrow,” 
is the general feeling about the return 
of ample leather stocks. One manufac- 
turer reported that he would rather not 
sell until he can get the materials he 
needs. 


More selectivity on the part of the 
consumer is in evidence and is a barom- 
eter that manufacturers are watching 
closely. “The consumer is starting to 
register her knowledge of the fact that 
in many cases she hasn’t been receiving 
quality shoes for quality prices.” Irving 
Grossman, first vice-president of the 
Guild, stated. “Consumer reaction is 
evident in greater dealer interest in 
honest values, and retailers are anxious 
to channel their purchasing into good 
shoes.” 


In the fashion picture the all-closed 
pump looms as the newest high style 
note. It was shown in most lines and 
was bought by most stores. Because of 
allotments and the need and desire to 
continue open types, it is believed that 
the reception given these first closed 
shoes will not be an infallible indication 
of their general acceptance, because 
there will not be adequate pairage for 
a fair trial. “I believe the closed shoe 
will start in a limited way,” Louis 
Sacher, of M. Wolf Sons, Inc., said. 
“Many women won’t be able to wear the 
all-closed shoe for awhile, but by Fall, 
1947, there should be a real field for 
the closed type.” 
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in this capacity for four and one-half 
years; until December of last year 
he also bought women’s shoes, but re- 
linquished that phase of his duties to 
devote more time to the other fields. 


Generally, shoes are simpler, with 
emphasis on custom-looking detailing— 
piping, stitching, and appliques—in- 
stead of greater attention to bows, al- 
though bows and construction orna- 
ments are still very much in the Fall 
picture. One style Rouse feels that the 
platform as a focal point of attention 
is far more important than the throat 
ornament. Evening shoes have made 
an auspicious appearance with the 
amount of this type very much depend- 
ent on suitable materials. Greatest 
demand was still centered on the sling 
pump. 


Mr. Goldes is taking temporary head- 
quarters in the Marbridge Building, 
where he will handle the distribution 
of men’s and women’s slippers for 
Knights-Allen Co., Inc., of Haverhill, 
Mass. Later additional quality lines 
will be added. Permanent offices will 
be located in the Empire State Build- 


ing. 








oo 


per pair 
wholesale 
f. o. b. 
Laredo, Tex. 


$ 


e Hand Made in Old Mexico! 


e Full Grain Steerhide — 
Uppers, Soles and Heels! 





¢ Natural Colors! 
e Superior Quality! 
« Sizes 3 to 8 





Huarache of Outstanding Quality 


A 


First-line quality that will impress the most discriminating purchaser as quickly as it will the 
more casual shopper! Made of top-grade material —the finest to be found in Old Mexico 
—and fashioned by skilled craftsmen who put many hours of careful workmanship into 
every Huarache they make. The kind of true quality you will quickly see and approve. 


JACK SCHAEFER & ASSOCIATES 
1120 S. Hope St., Los Angeles 15, California: 


Clip 
Coupon 


Mail 
Now! 


cases of Oaxaca Huaraches at $ 
(Packed 36 to case) 
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3809 All White Crush 
Leather Jester. 
3810 All Beige Crush 
Leather Jester. 


3807 All White Crush 
Leather Ghillie. 
3808 All Beige Crush 
Leather Ghillie. 


All Leathe 


Cements 


@ Genuine California Process 


@ Pliable Crush Elk Leather 
(unlined) Uppers 


@ Heavy Grain Leather Soles 


Bs 


Formerly 
$2.10 


@ Medium Widths 4!/ 
to 9 





@ Case lots only. 36 
Pairs 


@ Net F.O.B. Chicago 


HARPER AND KIRSCHTEN 


323 W. MONROE ST. 


Established 1893 









=" "te oe 


3803 All White Crush 
Leather Bicycle Ox. 
3804 All Beige Crush 
Leather Bicycle Ox 


3800 All White Crush 
Leather Closed Back 


Ox. 
3801 All Beige Crush 
Leather Closed Back 


SHOE CO. 


CHICAGO 46, ILL. 








Hide Supplies Short 
Because of Black Market 


WASHINGTON, D. C.—The decrease in 
quality hides resulting from black mar- 
ket activities is continuing in spite of 
stronger Government efforts to check 
diversion of livestock from regular mar- 
keting channels, the Department of 





Commerce has reported in a bulletin. 

The number of hides produced from 
Federal inspected cattle slaughter dur- 
ing the first four months of 1946 was 
21.3 per cent lower than output from 
the same source during the January- 
April period in 1945, according to the 
current Industry Report on Leather, 
prepared in the Textile and Leather 





Plaid Pays Dividends for Virginia Store 





ROANOKE, VA.—The above window was credited with promoting the sale of 
over 600 pairs of Town and Country shoes plus a comparable quantity of com- 
panion accessories. The Propst-Childress Shoe Company here featured the dis- 
play, one of the most successful in the store's thirty year history. 
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Section, Office of Domestic Commerce. 

The quantity of hides received during 
the same period from noninspected 
sources was about 35 per cent greater 
than a year ago. This loss of quality 
packer hides is particularly hard on 
producers of shoe and specialty leathers. 

The supply of calf skins, usually 
largest in the spring, was disappoint- 
ingly low this year, the report states. 
Although domestic production of sheep 
and lamb skins remained at prewar 
levels, the supply of imported skins nor- 
mally supplying about 50 per cent of 
the market was increasingly short. Im- 
ports of raw goat and kid skins also 
declined markedly in the first quarter 
of 1946. 

Demand for all types of leather is 
very strong. Tanners have done a com- 
mendable job ‘of equitably distributing 
supplies, but have found it impossible 
to fill all orders. 

Competition for available supplies 
has increased since V-J Day mainly be- 
cause of the removal cf all end-use re- 
strictions on leather, and the larger 
number of shoe and other leather prod- 
uct manufacturers now in the field. More 
than 200 shoe factories have been 
opened in the past several months. 

Copies of the Report, which includes 
information on tanners’ and manufac- 
turers’ inventories, the labor situation, 
tanning materials and the shoe indus- 
try, are obtainable in the Textile and 
Leather Section, Department of Com- 
merce, 
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THE LAST THAT IS REALLY 


In whatever shoe center your fac- 
tory may be, there is a United Last 
factory near you ready to go to 
work with your style department. 


Drawing its style fore-knowledge 
from sure sources, United Last Com- 
pany has its services ready for you 
well in advance of style changes— 
giving you maximum opportunity 
to meet the market with “fashion 
firsts”. 


Foot knowledge, combining the 
skills of leading last experts, ap- 
plied to the science of correct fitting 
is a United Last fundamental, assur- 
ing the shoe manufacturer of the 
highest degree of true fit-ability in 
his entire line. 





UNITED LAST COMPANY 


BOSTON MASSACHUSETTS 
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WASHABLE 
WHITE \2cVEL 


INTERMEDIATE 
OR WALKING SHOE 
MEDICALLY CORRECT 
FOR CHILDREN 
STARTING TO STAND 

OR WALK 


SIZES T ta 4 


WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR WIRE 


SHOE 
St. Lovis 18, Me, 


JUNIOR 
3203-07 Chippewa 





Sales Training Courses for Shoe Employees 








WITH 
ROLLERS 





IMMEDIATE DELIVERY 


COMPANY 








“MAKE GOOD SHOES BETTER” 


@ PERFECT BALANCE 
@ GREATER STRENGTH 
@ TROUBLE-FREE OPERATION 


Te insure complete user satisfaction specify ‘‘Umpeco Buckles"’ 


Unique Metal Products & Engineering Co. 


60 LISPENARD ST. 


“UMPECO" 


BUCKLES 


ALL 
BRASS 


Through 


@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISHES 








MARK CURATOLO, Prop. 
NEW YORK 13, N. Y. 














The shoe fitting class sponsored by the Nashville Shoe Retailers Association. 
Left to right standing are P. E. Brown, Bell's Booterie, instructor; Wilfred A. 
Senesac, Cain, Sloan Company, veteran fitting the shoe; Dr. Robert L. Harrison, 
Jr., instructor; Claude Tracy, Rich, Schwartz & Joseph, vice-president, Nashville 
Shoe Retailers Association; William Gaines, president of the group, and Sadie 
Hartman, secretary; T. R. Petty, Distributive Education, instructor; Mrs. Talford 
Jaggers {Armstrong's}, model seated in chair. 


NASHVILLE, TENN.—To have the 
most efficient salespeople in the coun- 
try is the goal of the Nashville Shoe 
Retailers Association, affiliated with 
the Associated Retailers of Nashville, 
and the training program now in prog- 
ress is the first step on the road to 
achieving their goal. 

About four months ago, Williams 
Gaines, president of the association ap- 
pointed a committee to develop a prac- 
tical training program that would help 
the shoe salespeople to become better 
qualified in fitting shoes properly. The 
committee met with Mr. T. R. Petty, 
District Coordinator of the Distribu- 
tive Education Department of the 
State, co-sponsor of the program, and 
decided that before launching on a pro- 
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gram to train their salespeople, it 
would be well for the store executives 
to take a “refresher” course. As a re- 
sult, Program D, the course to train 
supervisors to train on-the-job, was 
organized and the “bosses” went to 
school. 

Following the course, the committee 
mapped out the program which in- 
cludes classes in shoe construction, 
leathers and fabrics, anatomy of the 
foot, fitting of shoes, and selling tech- 
nique. 

The groups are limited to twenty so 
that each member can participate in 
the discussion and demonstrations. Ap- 
proximately one hundred salespeople 
from seventeen shoe stores and de- 
partments have been enrolled. In the 


groups are salespeople with two or 
three weeks’ to thirty years’ experi- 
ence in selling shoes as well as a large 
number of veterans. After taking the 
course one of these veterans state: 
that it had been of tremendous help in 
bridging the gap between his service 
in the army and his work as a civilian. 
In fact, both the inexperienced ard the 
experienced salespeople have found the 
program beneficial. 





Plan Golf Tournament 


Los ANGELES, CALIF.—A Shoe Men’s 
Golf tournament for July 11 and an 
open meeting in June to shoe retailers 
are on the agenda of the West Coast 
Shoe Travelers Associates. 

President Carl O. Johnson announced 
that the roster will be distributed early 
in July and that contracts totaling 
$9,000 had been written for it. 

Annual auditor’s report showed the 
W.C.S.T.A. to be in excellent financial 
condition with some $5,000 in the trea- 
sury, as against $200 two years ago. 
There are now 300 members in good 
standing. A vigorous campaign has 
been planned by membership chairman 
Cal Winneguth which is calculated to 
bring in every eligible shoe traveler 
into the Associates. 

Newly elected members are Martin 
Blum, Sporting Shoe Co.; Ken Brayton, 
Daniel Green and Gilbert Shoe Co.; 
Geo. W. Butterworth, Jr., Common- 
wealth Shoe Co.; Max Cohen, Burbank 
Shoe Co.; Fred M. Perlberg, Yankee 
Shoemakers; Tony W. Thomas, Thoma- 
setti’s Shoes; Paul Hess, Kingston 
Footwear Corp. and Roy York, Stacy 
Adams Co. 


Hotel Man Honored 
By Shoe Group 


Boston—John J. Clabby, assistant 
manager of the Parker House here, was 
tendered a testimonial dinner by the 
Boston Shoe Travelers and a group of 
textile dealers last month. Mr. Clabby 
has been instrumental in securing ac- 
commodations for shoe salesmen for 
many years and has been especially 
helpful during recent times when hotels 
have been crowded. 
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GERDA suse 


Another Member Of A Lively Family 


f- RACHAS } 
\ Ait 


Men's, Boys’, Misses’ 


Child's 
All Leather Ge 
Sandals 
Immediate 
Delivery 


Color: Brown 
Brown Riveted Non- 


Marking Molded 
Rubber Soles 


See Us at Your Regional Show. 


‘GERDA 










Terms: Net 10 Days F.O.B. N. Y. 
Minimum Order 18 pairs 

Your customers will appreciate the casual | 

comfort and good looks of these oll leather sandals. 





1BS DUANE STREET - NEW YORK 13, KY. 





ine 
No. 1928 


Men's 
Sizes . . 6-12 


$1.85 





COMPANY 








DO YOU KNOW? 


Who will sell “Mrs. Jones" ONE PAIR of JAAA 
shoes when she can choose from TWENTY PAIRS 
in your town in competitive stores. 


SURE YOU KNOW!! 


GOOD WILL IS THE FOUNDATION 
OF A SUCCESSFUL BUSINESS 


Real competition will bring back service, sales- 
manship, and merchandising ability. 


Good will can be built by giving your customers 
more foot relief, more foot comfort with 


| Wer Va-Sore 


$1.6 
en, ARCH RESTORERS 
$1.60 Miles Ahead In Its Field 


“WHAT OTHERS HAVE TRIED 


TRUE FOOT ALIGNMENT 
VELVA-SOLE PRODUCTS CO. 


National Distributors 
17 N. State St. 


WE HAVE ACCOMPLISHED" 


Chicago 2, lil. 











Store Adds Teen-Age Shop 


Peoria, ILu.—Crawford’s shoe store, 
owned by W. J. Crawford, has expanded 
facilities to cater to younger customers. 
For several years the increasing busi- 
ness of the Crawford store has de- 
manded more room. When it became 
possible to lease the building adjoining 
the store, a shop for young people was 
added. A large archway was made be- 
tween the two buildings to connect the 
main selling area with the new shop. 
With the addition, the complete store 
now has a frontage of 64 feet and a 
depth of 80 feet. 

The color scheme is eggshell white, 
with a special millwork trim developed 
by Mr. Crawford finished in a soft gray. 
On one side there is a shadow-box flush 
with the wall which is used for unit 
displays. 

Termed the College Shop, James S. 
Crawford, son of W. J. Crawford, is in 
charge. Lines from sixteen leading 
manufacturers are featured. 

The shop was made public on April 
10 with a formal opening which was 
announced to the public by a large ad 
in the city papers. Since that time an 
ad has been featured in local papers 
each Thursday, separate from the gen- 
eral store ads which appear five times 
a week. 

Meeting immediate success, the month 
of April showed sales for the entire 
store to be 47 per cent more than April 
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last year, while the general increase 
for the year so far has been about 20 
per cent. 

Crawford’s operates two stores here 
and one in Pekin, III. 





Heavy Buying at 
Michigan Show 


Detroir, MicH.—The shortage of 
leather shoes was the dominating theme 
of the June Shoe Days sponsored by 
the Michigan Shoe Travelers Club at 
the Hotel Statler. The event was well 
attended by shoemen from all over the 
state, as well as local retailers, despite 
the diversion of interest created by 
the coincidence of the Automotive Gold- 
en Jubilee, which made hotel accom- 
modations in Detroit almost impossible 
to get. 

Buying was reported “tremendous” 
by the travelers who displayed their 
lines, but despite the flood of orders, 
there was considerable doubt over how 
large a delivery would be possible on 
the orders. The scarcity of shoes avail- 
able extended over men’s, women’s, and 
children’s lines in about even propor- 
tions. Reports from retailers indicate 
that many are operating with practical- 
ly bare shelves, having sold out every- 
thing on hand. 

Substantial swing of interest toward 
fabrics was reported—a direct result 
of the leather scarcity. Colors in de- 


mand were still predominantly white, 
indicating, despite the June date, how 
hand-to-mouth buying is the rule. All- 
whites and white-and-brown combina- 
tions were in the lead by a good mar- 
gin. 

Sports shoes and casuals were pop- 
ular—once more a result of the leather 
shortage. Sandals, pumps, and ties ap- 
peared to be the keynote in women’s 
lines, as far as any selectivity was 
possible. 

To meet the situation created by the 
unprecedented demand for shoes, the 
Travelers Club has decided to extend 
the July Shoe Days, originally an- 
nounced for two days only, to three 
days, July 7-8-9. 


Lift Ceilings on Surplus 
Rubber Soles, Heels 


WASHINGTON—Exemption from price 
control of new, reconditioned and used 
rubber soles and heels declared sur- 
plus by the armed forces and offered 
for sale in regular civilian channels 
has been announced by the Office of 
Price Administration. 

Current production of rubber soles 
and heels is now about equal to de- 
mand and wherever the surplus heels 
and soles are sold to consumers prices 
are not expected to be above the es- 
tablished ceilings for regular civilian 
heels and soles. 
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Use Both Kinds! 


@ Every shoe merchant uses the 
obvious type of visual selling... 
window display, counter-display, 
style exhibits. This type of visual 
selling is highly effective in creat- 
ing desire, bringing people into 
the store. 





BUT—there’s another type of visu- 
al selling that closes sales quickly, 
brings customers back for repeat 
business. It is called X-RAY Shoe 
Fitting, and it’s the only type of 
visual selling that lets your cus- 
tomers see that their shoes fit cor- 
rectly. If you are not equipped for 
both kinds of visual selling... put 
the original X-Ray Shoe Fitter on 
your Sales Staff as soon as possible. 





The Original Visual 
Selling Aid..... 


In retail shoemanship, 
the original X-Ray Shoe 
Fitter was the first pro- 
ponent of visual selling 
thru visual fitting. After 
25 years, it is still first in 
its field. Ask your X-Ray 
representative, or write 


for earliest delivery date. 


AR) (a 
X- RAY) 
SHOE FITTER %uc. 


3533 NORTH PALMER STREET 
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Meet to Plan Middle Atlantic Show 





Board of Directors Gathers in Philadelphia to Decide Issues for 1947 
Exhibit—January Selected as Tentative 
Date for Convention 


PHILADELPHIA, Pa.—With an opti- 
mistic viewpoint toward 1947’s shoe 
market, the Middle Atlantic Shoe Re- 
tailers’ Association held a board of di- 
rectors meeting in the Blue Room of 
the Hotel Philadelphian on May 26 to 
discuss plans for the 1947 Shoe Mart. 
A definite location has not been decided 
upon as yet, for some member were in 
favor of holding the show in Atlantic 
City this year, while others thought it 
best to repeat the showing in Philadel- 
phia. As the hotel situation still ap- 
pears to be in the “hard-to-get” stage, 
the final decision will rest largely with 
hotel space availability. In spite of the 
small output of shoe manufacturers 
which resulted on account of lack of 
supplies, the 1946 Show Mart had a 
greater representation than in years 
previous. The M.A.S.R.A. hopes to 
make it possible again for the manufac- 
turers and leather goods exhibitors to 
have proper representation. 

Members of the M.A.S.R.A. who at- 
tended the board of directors meeting 
were: Franklin Zusi, Irvington, N. J., 


president; Stanley Berger, Dr. Locke 
Shoe Store, Philadelphia, first vice- 
samara John D. Dunn, Buntz & 


Florsheim Opens New 
Fifth Avenue Outlet 


NEw YorRK—The Florsheim Company 
opened a new retail outlet at 516 Fifth 
Avenue here, June 11, to replace the 
store recently closed at 41st Street and 
Fifth Avenue. Confined to women’s 
footwear and accessories, the store re- 
ceived a press vreview at a cocktail 
party held on the premises, June 10. 
Designed by the architectural firm of 
Ketchum, Gina and Sharp, the new 
store features a wide open front and 
recessed lobby. The color scheme is 
brown and gray. Cabinet-high stock 
shelves border fluted walls. Lighting is 
both fluorescent and incandescent, and 
is concealed above an egg-crate ceiling. 
Sam Sternberg is the manager. 





To Resume Leather 
Shows in March 


New YorK—The Tanners’ Council 
of America has announced the resump- 
tion of leather showings in 1947, with 
the first show scheduled to be held at 
the Hotel Commodore, New York, 
March 11th and 12th. The action was 
based on the desire of many tanners 
to resume these showings, the Council 


| reported. 


Dunn, Hagerstown, Md., second vice- 
president; Louis Bendheim, Wilming- 
ton, Del., treasurer; Cal J. Mensch, 
Pittsburgh, secretary; Reuben Gordon, 
Gordon Shoe Co., Philadelphia; Sidney 
Horowitz, Gale Shoe Co., Philadelphia; 
I. Frank Oberfield, Philadelphia; Je- 
rome Lutski, Philadelphia; J. H. 
Geiger, Geiger & Strauss, Richmond, 
Va.; John A. Storch, Newark, N. J.; 
Meyer Goldman, Arthurs’, Wilmington, 
Del., and Clarence Heyde, Boot ANpD 
SHOE RECORDER, Philadelphia. 

Meyer Goldman was recently made a 
representative to the M.A.S.R.A. as it 
was decided upon to have two repre- 
sentatives from the state of Delaware; 
the other one is Louis Bendheim, trea- 
surer, of Wilmington, Del. 

No date has been set for the 1947 
Shoe Mart, but it is scheduled for 
January of that year. Chairmen for 
the convention management committees 
have been appointed. They are: Frank- 
lin E. Zusi, executive committee; Reu- 
ben Gordon, manufacturers; Jerome 
Lutski, wholesalers; I. Frank Oberfield, 
travelers; Roy Walter, retailers; Mur- 
ray S. Rolfe, finance committee; Har- 
vey L. Farr, exhibitors committee. 
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Test Your Boot and Shoe I. Q.! 


Footwear Banquet 


The Old Woman who Lived in a Shoe 
is throwing a big banquet for all the 
boot and shoe gang. Long sandalwood 
tables - — with mother-in-law 
tongue. visiting trumpet player ren- 
ders Boots and Saddles, bet dinner 
music Is by a string band. 

There will be — pig's feet for 
everybody. But the rest is up to your 
own ingenuity! Fill in the blanks with 
words from your boot and shoe vocabsa- 
jJary. Score one dish for each correct 
answer. You'll go hungry if you get less 
than six; six to nine will give an ample 
meal. But for a real banquet, try to get 
all twelve! 


1. .... pear salad 

2. .... beans 

3. .... potatoes 

4. A .... of beef 

5. A whole baked .... (meat) 
6. Fried .... (fish) 

7. Roasted .... (bird) 


8. Sliced cold .... (meat delicacy) 
9. An abundance of bread, but all of 


ese 
10. Clear, cold water from the .... Ie 
the kitchen 
11. Big slices of golden .... pie 
12. Choice of deep-dish peach or black- 
berry .... 
[ANSWERS ON PAGE 118] 





Big Turnout at Indiana Show 


INDIANAPOLIS, IND.—The 24th an- 
nual Fall Shoe Fair, sponsored by the 
Indiana Shoe Travelers Association, at 
the Murat Temple here last month was 
very successful. Approximately four 
hundred buyers attended from parts 
of Ohio, Illinois, Kentucky and Indiana, 
and buying was reported heavy. One 
hundred and twenty-five lines were on 
display including twenty-lines never 
before shown at the Indiana fair. 

With no let-up for footwear demand 
in sight, retailers were anxious to fill 
the gaps in their depleted stocks. How- 
ever, despite the shortage of shoes, 
buyers called for top grades of foot- 
wear and insisted on value. 

Low heel, open dressy types in suede 
and patent were big sellers. Toe rub- 
bers of all colors, red, wine, blue, green 
or purple and some with polka dots, 
were shown. Stadium boots, one of the 
hard-to-get items, wooden shoe trees, 
tennis shoes, cowboy boots for men 
and extremely high heeled mules, were 
on display. Platform soles were pre- 
valent, some studded and plain, and 
ballerina shoes for both women and 
children were featured in brown and 
black. Men’s footwear of the better 
makes was featured in wide lasts and 
broad toes, mostly in browns and tan. 

New accounts were out, and promises 
for something new next Fall could not 
be made, because production still is 
not back to normal. The Spring show 
will be held at Murat Temple, Novem- 
ber 17-18, sponsored by the Indiana 
Travelers according to official an- 
nouncement. 
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SPECIAL OFFER 


NATIONALLY ADVERTISED 


CORD-EES 


T.M. Reg. App. For 
Originally Retailed at $5.00 


NOW!—our price—$1.35 per pair 


Case Lots Only 


Large Selection of Styles—Sizes 4-9 
Regular Case Lots— 
Narrow and Medium Widths 


For Immediate Delivery 








SPECTATOR —Sling Pump 
Black or Brown Alligator 
Trim 


JANIS —Black or Brown 
Gabardine 
Wedge Heel 









LINNY —Pastel Yellow or 
Wine 

Blue Trim 
Wedge Heel 


~*~ 


TOM BOY —Basket Weave 
Black Wedge Heel 
Red Platform 


BARIS SHOE CO. INC. 


79-81 Reade Street 


Worth 2-5180 


New York 7, N. Y. 











Wholesalers Will Show 


Twice Yearly 


New YorkK—The New York Shoe 
Wholesalers Association has made 
plans for two style shows a year in 
conjunction with a “Buy in New York” 
campaign, Sidney Thalheim, president 
of the group has made known. Mem- 
bers will display lines in April and 
October with the first shoWing slated 
for October, 1947, in Hotel New 
Yorker. Spring lines will be featured 
at this time. 

Initial publicity to build up the New 
York wholesale market was begun 


early this month by a four man com- 
mittee headed by Al Baris of the Baris 
Shoe Company. The campaign includes 
advertising in various trade papers. 
The association will hold a regular 
meeting at the New Yorker on June 
19 and discontinue meetings during 
July and August, Mr. Thalheim said. 





Linen Sandals Sell in West 


Great FALLs, Mont. — White linen 
sandals are popular sellers here. Cus- 
tomers find them easy to dye and are 
buying several pairs at a time to match 
up with colors of their various cos- 
tumes. 














New! Patent leather sandal, styled 

for that “mother-daughter” look. All leather sole, | 

fully lined upper...smart little shoe with eye appeal that 
means more sales for you! 








5% 10 days, 30 days net 
No. 240 Black patent; also 
comes in beige, brown, white 

leather. 








$1.30 


PAIR 











The future looks good . . . When the raw ma- 
terial shortage loosens up, we will again make 
all the AR TUBE Ribbon you need... 


IN THE MEANTIME 


We distribute ribbon of the finest manufacture. 
Perhaps we can fill your exact need. We may 
already have a floor stock of the exact width 
and color needed for your business. We can 
manufacture and dye according to your specifi- 
cations today. 


We represent three mills and a dye house now 
in operation. We can assure you of the finest 
possible manufacture. 


Let us know what you need. Our representative 











will call on you. 
Oh =. OC. THE ALLPEECE CORPORATION 
Sizes 5 to 8 : I et 4 4059 Park Avenue e New York 57, N. Y. 
Shoe Travelers List Officers The Middle Atlantic Shoe Travelers Shoe Travelers’ Association. His ad- 


Cuicaco—The National Shoe Trav- 
elers’ Association, in connection with 
preparations for the publication of its 
year-book, has announced a complete 
listing of officers for its own and affili- 
ated groups. Officers of the national 
association are Harold S. Marple, pres- 
ident; Harry Jay Evans, vice-presi- 
dent; and Norman N. Souther, secre- 
tary-treasurer. 

Officers of the Southwestern Shoe 
Travelers Association, headquarters in 
Dallas, are Leo A. Carlock, president; 
William Sorenson, vice-president; Lacy 
F. Mossley, treasurer; and Tom D. 
Collins, secretary-manager. 

Officers of the Indiana Shoe Trav- 
elers Association, headquarters in Ia- 
dianapolis, are Hez Thompson, Jr., 
president; C. E. Larson, vice-presi- 
dent; R. F. Grosskopf, treasurer; and 
Hilary B. Thrall, secretary. 

The Iowa National Shoe Travelers, 
headquarters in Des Moines, is headed 
by Carl P. Ortlund, president; Ralph 
N. Dow, first vice-president; Bernie 
Boyle, second vice-president; and Har- 
old S. Marple, secretary-treasurer. 

Officers of the Northwestern Na- 
tional Shoe Travelers’ Association are 
Ed Trench, president; J. N. Brisbois, 
vice-president; and Henry Thorson, 
secretary-treasurer. Headquarters are 
in Minneapolis, Minn. 
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Association is located in Philadelphia. 
Officers are Herman C. Johnson, presi- 
dent; Ernest L. Whitney, vice-presi- 
dent; and I. Frank Oberfield, secre- 
tary-treasurer. 

Officers of the Midwestern National 
Shoe Travelers’ Association, headquar- 
ters in Lincoln, Nebraska, are Ralph 
Lawrenson, president; A. M. Sullivan, 
vice-president; and J. C. Clark, sec- 
retary-treasurer. 

The Michigan Shoe Travelers Club 
is located at the Statler Hotel in De- 
troit. Officers are George H. Lawson, 
president; Samuel Kane, vice-presi- 
dent; Al Apple, Jr., treasurer; and 
Moe Cantor, secretary. 

The Shoe Travelers’ Association of 
Chicago, located at the Morrison Hotel, 
is headed by George Slater, president, 
Ralph Lederer, vice-president; and E. 
A. Bailey, secretary-treasurer. 

Frank M. Colburn is president and 
secretary-treasurer of the Southern 
Shoe Salesmen’s Association. E. L. 
Rankin is vice-president. Mr. Col- 
burn’s address is 42 Seaward Road, 
Wellesly Hills, Mass. 

The Wisconsin Shoe Travelers’ As- 
sociation, located .in Milwaukee, is 
headed by L. L. Imig, president; Ed. 
F. Smith, vice-president; and Henry 
D. Kuehn, secretary-treasurer. 

Walter S. Blatt, president, is the 
enly officer listed for the Pacific Coast 


dress is 180 Southwood Drive. 

Officers of the Cincinnati Associa- 
tion of the National Shoe Travelers 
are A. E. Kleinkecht, president; George 
Aftel, vice-president; and Frank J. 
Weber, secretary-treasurer. 


Hold Show in Oklahoma City 


OKLAHOMA CiTy, OKLA.—The Mid- 
Continent Shoe Travelers’ Association’s 
eighth annual Autumn shoe show was 
held at the Skirvin Hotel, here, re- 
cently. Although material shortages 
and cancellations of some of the show- 
ings put a damper on the show, it 
proceeded as usual, with about 70 lines 
displayed. 

E. J. Eichhorn, secretary-manager of 
the Mid-Continent Shoe Travelers’ As- 
sociation, said the coal strike had re- 
duced the output of shoes as much as 
7,000,000 pairs. Tanneries,. he said, 
are now working 24 hours a week, 
whereas they were working 10 hours 
a day one year ago. 








Shoe Buyer Resigns 


New York—Clarence R. Nowack has 
resigned as buyer of men’s shoes, for 
both mail order and retail, with Mont- 
gomery Ward & Co. Prior to this affil- 
jation he was connected with Marshall 
Field & Company and the Regal Shoe 
Company in a similar capacity. 
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SALES APPEAL 


FOR YOUR WINDOW 


COLORFUL CARDS ADD CHARACTER 











INVITE SALES! 
FOR FALL— 
CARD AT RIGHT 
in RICH AUTUMN 
COLORS 


8" x 14" 
FIVE OTHER TEXTS 
TO CHOOSE FROM 


75¢ea. 3 for$1.85 


MATCHING 
PRICE TICKETS 
Make your selection 

from 109 prices 


30¢ doz. $3.00 12 doz. 
CARD HOLDERS 


Netural Wood Finish 


$2.10 ec. 























while they last 
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WRITE TODAY! 


FOR OUR FALL CIRCULAR AND SAMPLE TICKETS 
GET READY FOR FALL COMPETITION! 


MERCHANT'S SERVICE 


Dept. A, Boot and Shoe Recorder 
209 SO. STATE ST., CHICAGO 4, ILL. 





and deftly crafted...like real Indian moccasins. 


| 
| Handsewn upper, inside heel cushion...soft, durable... 


perfect indoors or out! 









Yellow Elk moccasins, cunningly 


25 


PAIR 


60 


PAIR 


Sizes 8 — $2 
Sizes we $2 


5% 10 days, 30 days net 














Chain Adds Two Units 


St. Louis, Mo.—The Cutter-Karcher 
Shoe Company has announced the addi- 
tion of two new leased shoe depart- 
ments to their fast-growing chain. On 
July 15 they will open a women’s shoe 
salon and a children’s shoe department 
in the Bon Ton Department Store, 
Hazleton, Pennsylvania. In early Fall, 
in time for back-to-school business, they 
will open a women’s shoe salon and a 
children’s shoe department in the 
Robert I. Cohen Department Store, 
Galveston, Texas. 

“The Bon Ton,” Mr. Cutter said, 
“has been Hazleton’s leading depart- 
ment store for more than 40 years. 
Our children’s shoe department in the 
Bon Ton will be an individualized de- 
partment. The second floor women’s 
shoe salon will carry a complete line 
of well styled women’s shoes.” 

The Robert I. Cohen Department 
Store operation, according to Mr. 
Karcher, will include a special chil- 
dren’s shoe department for tots to 
teen-agers, decorated with gay animal 
pictures. “The women’s shoe salon,” 
Mr. Karcher stated “will be a 40 chair 
unit located on the main floor and will 
be completely modern.” 

Just a year ago Jack R. Cutter, 
Edward J. Karcher and Virgil Lips- 
comb, all formerly associated with the 
Wohl Shoe Company, formed the Cut- 
ter-Karcher Shoe Company with Mr. 
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Cutter as president and Mr. Karcher 
as vice-president and secretary. In 
their first year, the company moved 
from their original location to larger 
space in the Kinloch Building. “Some- 
time this month,” said Mr. Cutter, “we 
are enlarging our present quarters 
which we have already outgrown, and 
will take additional space, necessary 
for the enlarged scope of our opera- 
tions.” 

With the addition of these two new 
departments, Cutter-Karcher will have 
11 women’s shoe departments and 7 
children’s shoe departments in opera- 
tion. 


Trolley Strike Sells Shoes 


Santa ANA, CAL—A good example 
of smart shoe promotion took place 
during the trolley strike here recently. 
E. W. Elmore, promotion manager of 
the Burns Cuboid Company at 411 N. 
Main, received permission from the 
local Herald Express to reprint a car- 
toon showing one shoe addressing the 
other with the words, “How much 
longer do you think we can hold out?” 
Capitalizing on the strike, the ad notes 
that “This week is National Foot 
Health Week,” and with the use of 
Cuboid balancers in your shoes, “Your 
dogs can hold out forever.” The ad 
resulted in the biggest sales volume in 
the company’s California history. 


Suspend Price Control 
On Luxury Leathers 


WASHINGTON — Alligator, crocodile 
and ostrich skins and leather have been 
suspended from price control, the Of- 
fice of Price Administration said re- 
cently. 

The action extends to manufactured 
articles of which at least 90 per cent 
of the external surface is genuine alli- 
gator, crocodile or ostrich leather, but 
does not apply to “simulated” leathers 
of these types or to articles made of 
small pieces of the genuine leathers 
sewed together. Shoes are suspended 
if the uppers are 90 per cent genuine 
alligator, crocodile or ostrich. 

OPA explained that articles made of 
genuine alligator, crocodile or ostrich 
leather are considered luxury items 
and do not significantly affect the cost 
of living. They include a very small 
percentage of the total supply of such 
articles as shoes, handbags, luggage, 
billfolds and novelties. 

This is not true, however, of low- 
priced articles in which these leathers 
are used as a trim, or articles made 
of pieces of these leathers, four inches 
or less, sewed together, or articles 
made of “simulated” leathers—less ex- 
pensive leathers on which the design 
of these leathers is embossed in imita- 
tion of genuine alligator, crocodile or 
ostrich. 
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THREE PIECE SET 
SHOE DISPLAYERS 


"MODERN" 








LUSTROUS — STANDS WITH CLEAR 
SHELVES 


Ne. EES, set “— trim s complete window 
with one 18” high fixture in center and the two 13” 

on each side. Glass shelf on 18” fixture is 
10” x 24” om 12” fixtures 10” x oes Packed one set 


to a carten. 
3 tecluding 7h $1650 
F.0.8. Chicago 
HECHT FIXTURE CO. 
212 S. Franklin St., Chicago 6 
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“VICEROY" SANDAL 


California Process 





F.0.8. Chicago 


#35064 White Smooth Elk 
Sandal, Leather Sole 
Medium widths, Sizes 4 to ? 
New 8/8 wedge heel last 
18 pale minimum 


IN STOCK — Immediate Delivery 


McBREEN SHOE Co., INC. 


305 W. MONROE ST. CHICAGO 6, ILL. 

















Named Manager of Men’s 
Department at Macy’s 


New YorkK—Joseph E. Frucht, re- 
cently discharged from the Army after 
42 months of active service, has been 
appointed manager of the men’s shoe 





JOSEPH E. FRUCHT 


and slipper department at Macy’s, ac- 
cording to an announcement by Rich- 
ard G. Roth, vice-president. 

Mr. Frucht joined Macy’s in July, 
1937. He has been assistant manager 
of the traditional furniture department 
and associate buyer of children’s and 
men’s shoes and slippers. 

Commissioned a second lieutenant at 
Officers’ Candidate School in June, 1944, 
Mr. Frucht’s military assignments in- 
cluded that of Chief of the Footwear 
Section, Distribution Division, Office of 
the Quartermaster General. He was 
released from active duty with the rank 
of captain. 

Management of the men’s department 
was relinquished by Morgan Starke, 
who retains the children’s shoe and 
slipper department. 





Announce Foot Health 
Poster Contest 


ROCKLAND, Mass.—As the 21st an- 
nual Foot Health Week came to a close 
the National Foot Health Council, 
sponsor of the Week, announced 
through its chairman, Dr. Joseph Lely- 
veld, a school poster contest to em- 
phasize good posture, good feet, and 
good footwear for better health. 

The contest will be brought to the 
attention of the art departments of 
schools throughout the country. It will 
become effective commencing with the 
next school year and will close one 
month before Foot Health Week in 
1947. Suitable prizes will be awarded 
to the successful contestants and each 
entry will be judged principally for its 
illustrated foot health message, a 
simple design that carries with it a 
quick interpretation of the subject. 
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In 
HIGH GRADE 
BROWN OR BLACK 

KID 


$3.00 






$280 
Littleway Lockstitch 
» tion. Full NET 
leather lined. Qual- 7 
ity leather soles. Genuine hub goring. Rubber 


heels, 24 pr. cases of a color 


TheMAY COMPANY of Mav Las 


200 CHURCH ST. _ NEW YORK 13, N. Y. 
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BOWS 


OF Or ee 


“GLAMORIZERS" 








2191 

Genuine Black, Navy, Red, 
Black, 
Studded with 


by ACE BOWS No. 
Viastic Patent. 
Army Russet, 
Brown, Navy, White Suede. 
Gold 00... 


$10.00 s per dozen; 6 pairs min. order. 
immediate Delivery. All Bows with Clips. 
Samples of other styles on request. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, WN. Y. 


Town Brown Calf. 














Sell Pioneer Shoe Store 


LoGAN, UTAH— After 68 years of 
serving the shoe needs of numerous 
Cache Valley families, the Andreas 
Peterson & Sons shoe store has sold 
its interest on 73 North Main to a Salt 
Lake City firm. 

This pioneer business house—recog- 
nized as one of the oldest shoe stores 
West of the Mississippi to remain in 
one family — has been operated by 
Charles O. and Anthon O. Peterson 
since 1929. Charles has been with the 
firm since 1910; Anthon since 1921. 
John O. Peterson was a partner until 
1929. 

“We've appreciated the patronage 
and good will of Cache families, and 
we have tried to extend our best ser- 
vice,” the owners said. “We have no 
definite plans for the future.” 
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Here you have the great- 


est continuous display of f 
Men’s, Women’s andi) 





Style 
No. 421 


$7.5 


Terms: Net 10 da 


F. O. 8B. N. Y. 








MEN'S CASUAL 


Colors: Solid Brown 
Beige and Brown 


Rubber Sole 
Roller Adjustable Buckle 


AT ONCE 
DELIVERY 


Sizes: 6 to 12 


See Us At Your Regional Show 











Tanners Must Have 
CPA Authorization 


WASHINGTON—Tanners cannot buy 
hides and skins in any quantity with- 
out specific authorization from the 
Civilian Production Administration, 
nor can they accept delivery of these 
products from anyone who has not 
been given permission to purchase 
them, CPA emphasized recently. 

This statement came as part of an 
amendment to Order M-310. The 
amendment does not alter the basic 
regulation, but it does make clear 
that while persons other than tanners 
may buy up to 500 skins and hides a 
month without authorization, they can- 
not turn them over to tanners for 
processing. 

Only one new provision is added to 
M-310 by the amendment. It states 
that no person shall split or frize the 
grain of any pickled sheepskins ex- 
cept contractors or tanners who held 
the skins before February 16, 1946, or 
obtained them under authorization 
from CPA. 

The amendment also defines a “hair 
sheepskin” as “a skin from a sheep 
or lamb which is imported into the 
continental United States with the 
hair or wool on it of more than one- 
quarter inch in length under Customs 
classification as free, or conditionally 
free under carpet wool bond or subject 
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to carpet wool duty.” Such skins which 
under the regulation can come only 
from countries other than Argentina, 
Uruguay, Chile, Peru, New Zealand, 
Australia, Iceland, and Canada are not 
covered by M-310, and absence of a 
definition in the order has caused some 
confusion in the industry. 





Shoe Men Prominent 
in UJA Drive 


New YorkK—Three hundred shoe men 
gathered at a dinner at the Biltmore 
Hotel last month to launch a record- 
breaking drive to help rescue over a 
million destitute European Jews. The 
dinner represented the high point in 
the shoe industry’s drive in support of 
the $35,000,000 emergency campaign 
of the United Jewish Appeal of 
Greater New York. 

Max L. Friedman, of the A. S. Beck 
Shoe Co., chairman of the Shoe and 
Allied Trades Division of the Appeal, 
acted as master of ceremonies at the 
dinner and thanked the guests for their 
contributions. 

Louis Nizer, theatrical attorney and 
author, who is chairman of the UJA 
Speakers Bureau, was principal speaker 
of the evening. Mr. Nizer made an 
urgent plea for sacrificial giving, de- 
claring that if the Jewish people do not 
come to the immediate rescue of their 


starving and homeless European broth- 
ers, they will finish the work Hitler 
started. 

Cooperating with Mr. Friedman in 
an effort to enlist all-out industry sup- 
port of the campaign are the following 
co-chairmen: Morris Arnoff, of the 
Arnoff Shoe Co.; Benjamin Kellner, 
of the Kitty Kelly Shoe Corp.; Samuel 
G. Staff, of Grossman Shoes, Inc.; 
Leonard Friedman and Ben Schwartz. 





To Open New Unit 


Rocuester, N. Y.—Flagg Brothers 
have leased the store at 129 Main Street 
East, in the best retail section of the 
city. Alterations are under way. When 
completed the unit will be opened as a 
retail store for the sale of men’s shoes, 
similar to those operated by the chain 
in many of the principal cities of the 
country. 





USES to Serve Shoe Industry 


New YorK—Effective June 6, the 
Manhattan and Brooklyn Needle Trade 
Offices of the U. S. Employment Service, 
at 225 W. 34th Street, New York, and 
205 Schermerhorn Street, Brooklyn, as- 
sumed responsibility for serving em- 
ployers and workers in the boot and 
shoe industry, according to an an- 
nouncement by Mrs. Millicent F. Nunn, 
of USES. 
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Genuine All Leather 


MEXICAN... 
HUARACHES 
$9 -35 | 


All Leather Uppers | | 
Hard Leather Soles | | 
Split Leather 
Innersoles 


erm 6 me 














Regular 
$1.75 
Quality 


Women's 36 Pair Cases | 
| 3 to 8 or 4 to 9 Sizes | 
Minimum Order One Case 


Misses 54 Pair Cases 
Sizes 9 to 3 
Minimum Order 54 Pairs 


F.o.b. Chicago Net 10 days 


HARPER-KIRSCHTEN 


SHOE CO. | 
323 W. Monroe St. 
Chicago 6, Ill. 
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FOOT SOCKS | 
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“LYCO” ccamlese sole, elastic top, snug 
fitting heel, one Gute oaly. 
eg 4 per dozen pair 


Easel or in dozen boxes... sizes 844 to 11. 
LYONS & COMPANY 

120 Dwane St., New York 7, N. Y. 
Shoe Store Suppiles for 46 Years 
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X-RAY SHOE FITTERS 
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PRIMEX 


most imitated shoe fitter. 
Our ute. Sate os yr 


PRIMEX ‘EQUIPMENT co. 
135 Se. LaSalle St., Chicago 3, til. 




















Obituaries 


Lt. Col. Charles T. Cahill 


Boston, Mass.—Lt. Col. Charles T. 
Cahill, who retired some time ago as 
publicity director of the United Shoe 
Machinery Corporation after spending 





CHARLES T. CAHILL 


more than 40 years ‘n the service of 
that company, died May 30 at the 
Wyman House, Cambridge Hospital, 
after a brief illness and was buried 
with military honors on June 2 in 
Lowell, Mass., following impressive 
services at the New Old South Church 
in Copley Square, this city. Since his 
retirement, Col. Cahill had been mak- 
ing his home with his daughter, Dr. 
Ella Prescott Cahill, at 6 Arlington, 
street, Cambridge. She is his sole sur- 
vivor. 

Col. Cahill, a direct descendant of 
John Alden, was born and educated in 
Lowell, Mass., and began his business 
career as a reporter on the Lowell 
Courier-Citizen. He became advertis- 
ing manager of the United Shoe Ma- 
chinery Corporation in 1900 and, later, 
was made publicity director. It was 
during this period that he built up 
the USMC museum of footwear, collect- 
ing shoes of every age from all parts 
of the world, and made himself one of 
the best informed shoe trade historians 
in the country. 

A veteran of World War I, Col. 
Cahill was also an active and prom- 
inent member of the Ancient and 
Honorable Artillery Company of Bos- 
ton. As captain of that organization, 
in 1937 he participated in the 400th 
anniversary celebration of the London 
organization bearing the same name. 

Col. Cahill was a member of the 
American Legion, a 32nd degree Mason, 
past potentate of Aleppo Temple, past 
master of the Ancient York Lodge, 
Sons of the American Revolution, Offi- 
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PRICE 


$<p00 


% Guts side 
Fine quality duck upper. 
esilient cork and rubber platform. Red 


Men's 
ore casual. 


Excellent 


rubber sole and heel piece. 
fitting with unusual comfort. 
SIZES 6 TO I! « AT ONCE a A 


PRICE $3.00. TERMS NET DAY 
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A. L. OSHEA 
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\ 212 ESSEX ST., BOSTON, MASS. 
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cers of Foreign Wars, Sons of Officers 
of Colonial Wars, Massachussets Char- 
itable Mechanics’ Association, Boston 
Rotary Club and many other organiza- 
tions, 

Honorary pall-bearers at his funeral 
services were fifteen past commanders 
of the Ancient and Honorable Artillery 
Company. Other members of the com- 
pany acted as ushers. 





Fred H. Meyer 


CovincTon, Ky.—Fred H. Meyer, 84, 
retired shoe manufacturer, died late 
last month at his home. Born in Ger- 
many he came to the United States 
when four years old. 

He leaves a daughter, Miss Ethel 
Meyer; a son, Harwood W. Meyer; a 
sister, Miss Gisina Meyer, and a 
brother, Edwin Meyer, all of Covington. 





Bernard Sokoloski 


SHREVEPORT, LA.—Bernard Sokoloski, 
86, pioneer shoe retailer in this area 
died here recently. For many years he 
was head of Phelps shoe store. 





John W. Melville 


MILWAUKEE, Wi1s.—John W. Melville, 
a traveling salesman for the Stetson 
Shoe Co., died here last month. He suf- 
fered a heart ailment. A veteran of 
World War I,*Mr. Melville was 53. 
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FOOT 
COMFORT 


WEEK 


f \merica is getting 


on its feet! Good 
feet—thanks to Dr. 
Scholl’s Foot Comfort 
Remedies and A\ppli- 
ances. This is the big 
week for shoemen who 
know it is edgeliiielel ic fe) 
relieve foot troubles in 
order to prevent shoe 


troubles. 











Joseph A. Warrender 


INDIANAPOLIS, IND.—Joseph A. War- 
render, a shoe salesman for fifty years, 
died last month at his home, 1460 North 
Alabama street, here. He was 85 years 
of age. 

Born in Cincinnati, Ohio, Mr. War- 
render had lived in Indianapolis for 
thirty-five years. Prior to his retire- 
ment he traveled for Matrix Shoes and 
Thompson Brothers. He was widely 
known in the shoe trade, and an active 
member of the Indiana Shoe Travelers 
Association. 





John G. Zimmerman 


CINCINNATI, OH1I0—John G. Zimmer- 
man, 69, for many years employed by 
the Krippendorf-Dittman Company, 
shoe manufacturers, Cincinnati, died 
last month in Christ Hospital following 
an illness of two weeks. 

He leaves his widow, Mrs. Lena Zim- 
merman, and a sister, Mrs. Anna Voll, 
Cincinnati. 





Chester Moodie 


SANTA Monica, CAL.—Chester Moo- 
die, 64, a native Milwaukeean and 
formerly president of the Kozy Komfort 
Shoe Co., in Milwaukee, Wis., died here 
following a short illness. Mr. Moodie, 
who had moved to Santa Monica five 
years ago, was an employee of the Doug- 
las Aircraft Corp., Burbank, Cal. 


June 15, 1946 


Harry W. Stoebner 


PirrssurcH, Pa.—Harry W. Stoeb- 
ner, owner of one of the oldest retail 
shoe outlets in this city, died at his 
home, 1512 Valmont Street, Squirrel 
Hill, Pittsburgh. Mr. Stoebner’s death 
came just two hours before he and his 
son, Harry G. Stoebner, were to open 
2 new men’s shoe store on Diamond 
Street, in downtown Pittsburgh. The 
opening of the new store has been post- 
poned indefinitely. 

Son of George H. Stoebner, pioneer 
shoe dealer of East Liberty, Mr. Stoeb- 
ner was associated with his father and 
carried on the business following his 
father’s death some years ago. The 
firm represented a span of ninety-three 
years. 

Mr. Stoebner was a member of vari- 
ous Masonic organizations, the Pitts- 
burgh Field Club, Stanton Heights Golf 
Club, the Pittsburgh Athletic Associa- 
tion, and the East Liberty Chamber of 
Commerce. 

Besides his son, he leaves his widow, 
Mrs. Bessie M. Stoebner, and two sisters, 
Mrs. Edna Luley of New Kensington, 
and Mrs. George A. Markell of Pitts- 
burgh. 


Robert G. Taylor 


PITTSBURGH, Pa.—Robert G. Taylor, 
president of the W. J. Crowley Com- 
pany chain of retail shoe stores, died 
recently after a long illness, at his 
home in Carrick, Pa. 

Mr. Taylor began working in the W. 
J. Crosley stores during his vacations 
from Washington and Jefferson College, 
where he graduated with the Class of 
1924. He continued working for the 
company until 1937, when Mr. Crow- 
ley died and Mr. Taylor became 
president. The company operates three 
retail shoe stores in the Pittsburgh 
area, 

Mr. Taylor was a member of the 
Third Presbyterian Church, Masonic 
Blue Lodge No. 269, F. and A. M., 
South Side, and the Pennsylvania Con- 
sistory. 

Surviving are his mother, Mrs. Mar- 
garet E. Taylor, and a brother, George 
F. Taylor. 

Burial was in Scenery Hill Cemetery, 
Washington County, Pennsylvania. 





Samuel Winer 


HAVERHILL, Mass.—Samuel Winer, 
treasurer, Unity Shoemakers Corp., col- 
lapsed and died instantly at a banquet 
June 3, just after he had greeted Sen. 
Alben Barkley of Kentucky. Mr. Winer 
was serving as chairman of the ban- 
quet which was staged to raise funds 
for the United Palestine Appeal. He 
had greeted Sen. Barkley and returned 
to his table, when he was stricken. He 
was 48 years of age and was well 
known throughout the shoe industry in 
the East. 
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POPPING 
UP SOON! 
for 


PLAY-POISE DEALERS 





It means a BRIGHT 
sales future for 











Sorry—no new Play-Poise 
Franchise available yet 


THE VIRGINIA SHOE CO., INC. 


Fredericksburg, Va. 
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MOCCASINS 











MOCCASINS 


for Immediate Delivery 


BROWN STROLLER GRAIN SPLIT 
Men’s Boy’s Women’s 
6-11 1-6 4-9 

BLACK—Boys Only I-é6 

RED—Womens 4-8 


$2.25 0.8. Phila. 


Min. 18 & 36 prs. 
4 EYELET 
RE-INFORCED PLUG 
ORTHOPEDIC SOLE 


KRISCHER-KLINE SHOES 


34 NO. 4TH ST. PHILA. 6, PA. 
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Made in California 
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JANSEN SHOE CO. 
Manufacturers 
7408 MELROSE 

HOLLYWOOD 46. CALIFORNIA 
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PLAID SHOE LACES 








| 
PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 











Buy Savings Bonds 
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Veteran Joins Boston Agency 


Boston, Mass.—ist Lt. T. Seward 
Burrowes, U. S. Marine Corps, re- 
cently returned from active combat 
duty in the Pacific with the 4th Marine 





T. SEWARD BURROWES 


Division, has joined the J. M. Reilly 
Advertising Agency here. 

Before enlisting in the Marine Corps, 
Mr. Burrowes had been associated with 
Wood, Brown and Wood Advertising 
Agency in Boston. 

With the J. M. Reilly agency, Mr. 
Burrowes will be copy director and ac- 
count executive. 


Sees No Normal Shoe 
Supply Before 1948 


LINCOLN, NesB.—Eleven shoe lines 
and nine exhibits were featured at the 
first market week held at the Corn- 
husker Hotel, here, May 26-28, by the 
Ak-Sar-Ben Men’s Apparel Club, Inc. 
Special fall and holiday merchandise 
was shown and ordering was brisk by 
the more than 500 merchants and buy- 
ers who attended from Nebraska, 
Iowa, Minnesota, Missouri, Kansas, 
South Dakota, North Dakota, Wyoming 
and Colorado. Dates for the next show 
were set for October 20-22 at the same 
place. 

Harry A. Jones, a director of the 
Ak-Sar-Ben club and representative 
for Weyenberg Shoe Manufacturing 
Co., reported that demand was greater 
than supply. He gave little encourage- 
ment for a normal shoe supply before 
1948, and believed that shipments 
would be on allotment throughout 1947, 
with larger allotments being made pos- 
sibly in the late half of 1947. 

Men’s and boy’s shoe lines were 
mostly of the staple variety, but thick 
soled brogues for men were new, and 
indications were that there would be 
a big demand for this style for Fall 
and Winter selling. Orders taken at 
the show. were on allotment and for 
Fall delivery. 

Other representatives who had ex- 
hibits at the show included John A. 
Hubbard, Acme Boot Manufacturing 
Co.; A. M. Sullivan, Endicott Johnson 
Corp.; Ferg Heintz, Freeman Shoe 
Corp.; Lloyd Purdy, General Shoe 
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WOMEN'S SLIPPERS 


| Se 0, 6 er 


Ladi’ FELT SUPPERS 


RED, ROYAL BLUE. 
LIGHT BLUE, WINE 













HARD 
LEATHER 
SOLES 


18 or 36 pr. cases of a color 


TheMIAY COMPANY of Naw tracy 

















200 CHURCH ST. NEW YORK 13, N. Y. 
WOMEN'S SANDALS 
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| WOMEN’S T-STRAP SANDAL 


Flexible Calif. 
Process 
Snee® White Elk 
Oak Leather Soles 





~ $7.25 
| r/, Net 10 days 
No. 9000 .. 4 F.0.8. N.Y 


In Stock 
Sizes 4-9 — 36 prs. to case 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 

















Corp. and Richland-Davidson Shoe Co.; 
Henry M. Rentschler, Leverenz Shoe 
Co.; Jack Clark, Mid-States Shoe Co.; 
W. L. Stewart, Roberts, Johnson & 
Rand Shoe Co.; and John R. Klein, 
S. J. Small Co. All are charter mem- 
bers of the Ak-Sar-Ben MAC’s. M. H. 
Pessen is president of the organization, 
Harry Segall vice-president and Joseph 
Sessel, secretary-treasurer, all of 
Omaha. 

The club was formed late last year 
and will hold three shows a year at 
Lincoln. These will be in the Spring, 
Fall and mid-Winter. Election of offi- 
cers will be at the January show. 





To Add to Space 


LuzERNE, Pa.— Thrift Shoe Stores 
has purchased the building which it oc- 
cupies and will add more space to the 
store. Remodeling of the interior is in 
progress. 
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NOTICE TO THE TRADE 


We are the originators and sole manu- 
facturers of these infants’ and misses’ 
shearling moccasins. We have U. S. Design 
Patent No. 142281, granted August 21, 
1945. 





U. S. Des. Pat. 142281 


Any slippers offered by other sources 
are infringements on the above patent. 


NU LAM PRODUCTS COMPANY 


761 Metropolitan Avenue Brooklyn 11, N. Y. 

















OUR 47TH YEAR 
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For Tots 
to Teen-Agers 


While our facilities are still engaged in supply- 
ing our regular customers, we promise these 
fine shoes to others as soon as production 
warrants. 








JULIUS ALTSCHUL, INC. 


117 GRATTAN ST., BKLYN. 6, N. Y. 











Women’s Shoe Sales 
Up 69 Per Cent 


LINCOLN, Nes.— Dollar volume of 
women’s shoe sales here for May was 
approximately 69 per cent over the same 


month of 1945, according to reports 
made by seven representative shoe de- 
partments and shoe stores. Best seller 
for the month was the black sling 
pump. 

Buyers and store managers reported 





Matching Footwear and Bags of Red 





BOSTON, MASS.—Wilbar's recently installed the window shown above here It 
features red shoes and matching bags, all made of “Cherry Coke" patent leather. 
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that white shoes moved briskly the last 
half of the month despite unseasonably 
cool weather. Whites came in about 
a month late for the stores featuring 
high style, but George McLaird, shoe 
buyer, stated that this did not slow 
sales volume because of the cool weath- 
er which kept blacks and browns mov- 
ing well ahead of the same month a 
year ago. His department showed a 
90 per cent gain over May, 1945. Mr. 
McLaird also reported that reptile 
shoes sold in large volume in May as 
a result of a promotion, featuring alli- 
gator, snake and lizard in light tans. 


Other best sellers for May included 
white play shoes at Ben Simon & Sons, 
in both ties and straps; black arch 
shoes at Sears; black patent leather 
pumps and sandals, both with open toes 
and heels, at Baker’s; brown-and-white 
high-heel spectators at Magee’s; black 
and brown-and-white sling pumps at 
Barker’s, 


T. W. Crawford, buyer at Magee’s, 
said that while the sale of women’s 
shoes showed a good increase for May, 
the increase was only about a third 
as great as the jump in sales of men’s 
shoes. He reported that practically 
everything is selling readily in all shoe 
departments, and mixed-up deliveries 
haven’t affected business perceptibly. 
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SANDALS 


— 


PLAY SANDAL 


For 
Immediate 
Delivery 





8-431 Misses’ All Wiute 

8-487 Misses’ Beige ey 

8-490 Women's Block & White 

8-491 Women's All White 

B-493 Women's Red & White 

8-495 Women's Brown & White 

8-497 Women's Beige 

8-498 Women's Brown & Beige 

8-499 Women's Multi 

FULL ries’ sSoL_EeSs** TOES TO HEELS 

isses’ Sizes 12% te 3 

coor Sizes 4 to 9 


P.H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK’ SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Pa. 


mere 


MEN'S SANDALS 
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MEN'S LEATHER SANDALS 


Leather Soles with Platform 
Brown Rubber Heels, Non-Marking 
Available in Sun Tan and Brown 


Style sou 
No. 672 aie 
Net F.0.B. 
N.Y.C. 


Packed 36 
Drs. to case 
assorted 


Other Style Sandals — Some With Wedge 
Heels 


KANDEL SHOE CO. 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 








Buy Savings Bonds 
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Terrence McDonald on 
Chicago Recorder Staff 


Terrence McDonald, who was for- 
merly connected with the advertising 
department of the Chicago Tribune and 
later served in the United States Coast 


TERRENCE McDONALD 


Guard from Dec. 15, 1941, to March 1, 
1946, is now a member of the Chicago 
advertising staff of Boor AND SHOE 
RECORDER, where he is assisting B. C. 
Bowen, vice-president and western 
manager. 

Mr. McDonald is a graduate of 
De Paul College of Commerce, where he 
majored in marketing and advertising. 
While still in school he worked for the 
advertising department of the Tribune 
and also did part-time sales promotion 
work for Philip Morris cigarettes. 

Mr. McDonald enlisted in the Coast 
Guard as apprentice seaman and was 
promoted to yeoman 2/c before his as- 
signment to officer’s training. Commis- 
sioned as ensign in January, 1943, he 
was subsequently promoted to lieuten- 
ant (j.g.) and later to lieutenant. He 


saw duty afloat in the Atlantic, the’ 


Mediterranean, Caribbean and Gulf of 
Mexico as commanding officer of a sub- 
chaser, assistant communication officer 
on a patrol cutter and executive officer 
on tender type vessel. 


Give Price Increase on 
Rubber Heels, Soles 


WASHINGTON — Manufacturers’ and 
wholesalers’ ceiling prices for sales of 
rubber heels and soles in the shoe fac- 
tory and home replacement trades have 
been increased 10% per cent, the Office 
of Price Administration has announced. 
The increase, effective June 4, 1946, 
is given to maintain manufacturers’ 
base period return on current net 
worth by compensating for most of re- 
cent increases in wage and material 
costs. Manufacturers are absorbing 
part of such increased costs. No change 
is made in consumer prices for rubber 
heels and soles, OPA said. 


The bulk of these rubber heels and 
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“Champ” Sandal 





California Process 


F.O.B. yl 


#35053—White Crushed Elk Sandal, 
Leather Sole. 
Medium Widths, Sizes 4 to 9. 
18 pair ae 
In Stock — Immediate 


McBREEN SHOE Co. INC. 











305 W. Monroe St. Chicago 6, Ili. 





soles are sold to shoe factories for use 
on new shoes. Today’s action will re- 
sult in increased costs to shoe factories 
of less than one cent a pair on heels 
and less than three cents a pair on 
soles. 

The small’ percentage of heels and 
soles disposed of in the home replace- 
ment trade are sold to consumers by 
chain and hardware stores, which will 
absorb the increased price allowed to- 
day. OPA said that these retail stores 
are generally realizing a higher mar- 
gin in dollars and costs on sales of 
rubber heels and soles than they 
realized during the base period, and 
thus are able to absorb today’s increase 
at the manufacturing and wholesale 
levels. 


Shoe Stores Avoid 
Loss in Flood 


Extmma, N. Y.—Shoe stores escaped 
with comparatively small losses when 
this city was visited by the worst flood 
in its history. Basement stocks were 
hurriedly moved and most stores re- 
moved. shoes from the lowest two or 
three rows of shelves on street floors. 
Practically all of the business district 
was flooded and business was at a 
standstill for two days. 
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GREAT LITTLE TIME 


PRICE TAGS 


to harmonize with your trim colors. 


SAVERS! 








IN - STOCK 


20 different color designs on tags 


Tell us your trim colors and we will send sampies 





Size 
154” x 23/4” 
109 different 
Prices In Stock 


6 dozen—$1.50 
12 dozen— 2.50 
CANADA: 


6 dozen—$1.70 
12 dozen— 2.80 





144 Tickets $4.25 
288 Tickets 6.75 


CANADA: 


144 Tickets $4.55 
288 Tickets 7.35 


LNAWLYWdaqd ADIAYSS SINWHOUAN 





Any selection of prices desired 
M. O. or Check with Order Please: 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 


With Store Name Imprinted: 


Immediate 
DELIVERY 


No. A200 CUSTOMER CHAIR...Selected 
beechwood. Graceful arms...securely bolted. 
Patented “no-sag” spring construction. Blonde 
wood finish. Choice of red, green or dark blue. 
fT, a1, 





her” hal 
r 


fery .. 


. $11.50 each. 


No. A501 FITTING STOOL... Matches 


"Textil 
' 





thor” hal 
r 


Finished wood back 





8 SOUTH STATE STREET * 


CHICAGO 4. ILLINOIS 





Y«r 


chair. Rubber covered footrest. Blonde wood 
with choice of red, green or dark blue 
. - $7.95 each. 


No. N87 FITTING MIRROR... Matches 
choir. Hos lorge 12"x18" crystal clear mirror. 


$7.25 each. 


KORRECT-WAY Displays 


DIVISION OF AMERICAN FIXTURE & MFG. CO. 
2300 LOCUST - 
DISTRIBUTORS 


LOUIS 3, MO. 
PRINCIPAL CITIES 


ST. 
IN ALL 





Shoe Sales Up in Indiana 


BLOOMINGTON, IND.— The indepen- 
dent shoe stores in Indiana showed a twe 
per cent increase in their retail sales 
in March, 1946, over their total in 
March, 1945, and a 38 per cent in- 
crease in March, 1946, over their total 
in February, 1946, according to Indiana 
Business Review, published by Indiana 
University. 


New Book Offers Plans 
To Start A Business 


New YorxK.—A new book, “Selecting 
and Operating a Business of Your 
Own,” published here by Prentice-Hall, 
Inc., provides practical directions on 
how to become your own boss and to 
make a success of a small store or busi- 
ness. 

The book was written by Gustav E. 
Larson, Robert H. Johnson, and Walter 
M. Teller. Mr. Larson is an Informa- 
tion Specialist in the U. S. Department 
of Agriculture and Messrs. Johnson and 
Teller are Analysts in the U. S. Depart- 
ment of Commerce. 

In discussing plans for the operation 
of over seventy-five small businesses, 
the authors provide information about 
initial capital outlay, type and amount 
of experience essential, operating ex- 
penses and earning capabilities. Chap- 
ter headings include: A Beauty Shop, 
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A Sawmill Business, A Service Station, 
An Apparel Store, Electrical Appliance 
and Radio Shop, and Opportunities in 
Alaska. 

Writing of the shoe repair business, 
the authors claim fewer failures are 
made in it than any other of the service 
industries. 


New Neighborhood Store 
In Detroit 


Detroit, MicH.—A new shoe store is 
being opened in the south end Detroit 
suburb of Lincoln Park by Alex Weiss 
and Anthony Dennis. The new store 
is taking the name of the community 
as the Lincoln Park Shoe Store, at 
1757 West Fort Street. Located at the 
intersection of two superhighways, the 
store is at the focal center of the busi- 
ness district, 

Mr. Weiss was formerly with the 
shoe department of The Fair in Chi- 
cago. Mr. Dennis, a newcomer to the 
shoe business, is just out of the Army. 

They have taken over what was 
formerly a gift store, and, in the total 
absence of new fixtures available in 
this territory at present, are adapting 
the old fittings to a neighborhood style, 
open-stock, shoe store. Basic color 
motif of the store is an apple green, 
with white trim. General family lines 
will be stocked. 


Ohio Shoe Sales Report Gain 


CoLUMBuUs, OHIO—A total of 27 inde- 
pendent retail shoe stores throughout 
Ohio, with March, 1946, aggregate 
sales volume of $468,578, reported that 
sales during that month were 8 per 
cent below March, 1945, but had gained 
33 per cent above February, 1946. Sales 
for the first three months of 1946 were 
reported as 6 per cent above the same 
period of last year by these stores. 
Figures were reported by the Bureau 
of Business Research at Ohio State 
University, in cooperation with the De- 
partment of Commerce. 


Canadian Shoe Production Up 


MONTREAL, QUEBEC — Canada’s pro- 
duction of leather footwear continued 
an upward trend in March, the Domin- 
ion Bureau of Statistics reports. A 
report monthly total for recent years 
of 4,020,000 pairs was produced, com- 
pared with 3,497,000 in February. Pro- 
duction was higher in each of the first 
three months of the current year and 
the aggregate rose from 9,347,000 pairs 
last year to 10,917,000 pairs. 


Open New Unit 


BuFFALO, N. Y. — Ansonia shoes 
opened one of the city’s most modern 
shoe salons, at 517 Main Street, last 
month. 
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“OUTOOR-EES” 
Black Plastic Patent 
SLING PUMP 
An Unusually high quality Style Hit! 


ae 








Style No. 1420 
Immediate 
Delivery 


perforated 
eollar 
and toe 


Nail heads around Faille Platform 
Leather Sole—Sizes: 4 to 9 (half-sizes) M width 
Packed 36 pair cases, assorted sizes 
Minimum Order: 18 pairs 


COHAN CO. 
Distributors of Casuale—Sport Shoes—Slippers 
Tump FLoor 


19 South Wells St., Chicago 6, Ill. 

















CAMP MOCCASINS 








SMOOTH PIG UPPERS 
Orthopedic Rubber Soles 





$1.50 






Juvenile 


Sizes 8-2 Style No. 20 


MARATHON SPORTING SHOE CO., INC 
New York 7, N. Y 


116 Duane St 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 
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Canadian Hide Stocks 
Show March Loss 


MONTREAL, QUEBEC—Stocks of raw 
cattle hides in Canada amounted to 
778,594 at the end of March, compared 
with 839,766 at the end of February 
and 674,370 at the end of March, 1945, 
according to the Dominion Bureau of 
Statistics. Calf and kip skins on hand 
increased from 389,656 at the end of 
February to 422,095 at the end of 
March. Stocks of other types at the 
end of March included 72,220 dozen 
sheep and lamb skins, 226,431 goat and 
kid skins, and 26,794 horse hides. 





Texas Store Remodeled 


Waco, TEXAS—A complete face-lift- 
ing and remodeling has begun on the 
Hill and Shipe Co. shoe store here, to 
cost between $25,000 and $30,000 when 
completed. The store will be enlarged, 
a salon type women’s shoe department 
and a new structural glass front are 
main features of the remodeling pro- 
gram. 
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~~ eli ie lie ee 


MISSES' OXFORDS 


Flexible California Process 
Smooth Elk Uppers 
Oak Leather Soles for Long Wear 


$4-75 


Net 10 days 
Sizes 11-3 
F.O.8. N. Y. 











Prs_ of 


No. 6010 Color to Case 
COLORS: Red, White, Brown 
At Once Delivery 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 














Iowa Shoe Show Well Attended 





Officers of the lowa National Shoe Travelers who were active in the show 


sponsored by the association last month 


at Des Moines, lowa, are, left to right, 


Corl P. Ortiund, president; Ralph N. Dow, Ist vice-president; Bernie Boyle, 2nd 


vice-president; and Harold S$. Marple, secretary-treasurer. 


president of the National Shoe Travelers. 


Des Moines, IlowaA—The show held 
here, May 11 through 13 at Hotel] Fort 
Des Moines, under the auspices of the 
Iowa Shoe Travelers Association was 
participated in by 120 manufacturers’ 
representatives, showing more than 150 
different lines. Attendance was larger 
than for many years past. Great de- 
mand for all types of footwear created 
an influx of buyers from all adjoining 
states. Ladies’ shoes were selling in 
patents, brown gabardines, black calf 


Mr. Marple is also 


and kid, with the last-named in the 
minority owing to the marked short- 
ages in this leather. While women’s 
lines showed considerable variety in 
styles and patterns, the offering in 
men’s footwear was very limited. In 
an effort to produce increased pairage, 
men’s manufacturers have largely con- 
fined their lines to only a few staple 
types. It was noticeable that more 
grained leathers are now available in 
these. Among the novelties shown were 
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a large variety of cowboy boots. Sev- 
eral lines of women’s handbags were 
also included. 

On the Saturday night preceding the 
opening of the show a stag banquet 
was attended by members of the asso- 
ciation, new exhibitors, returned ser- 
vice men, and visitors. Carl P. Ort- 
lund, president of the association, 
served as master of ceremonies. On 
the final day of the show a luncheon 
was given in the grand ballroom of the 
Hotel Fort Des Moines with merchants 
and buyers as guests of the associa- 
tion. The group’s next show will be 
held November 10 through 12. 


Donate Shoes for Greek Blind 


MANCHESTER, N. H. — The New 
Hampshire Friends of the Blind in 
Greece, Inc., has announced generous 
response from New Hampshire shoe 
manufacturers to its appeal for foot- 
wear for blind persons in Greece, es- 
pecially the younger generation. The 
first shipment contained 194 pairs of 
shoes, and S. Kenneth Bruce, of the 
International Shoe Co. in Manchester, 
asked the organization to determine 
additional sizes needed by students at 
a large school in Greece who could not 
be fitted from the initial shipment. 

Contributors included: G. P. Crafts, 
Manchester; Farmington Shoe Mfg. 
Co., Dover; J. F. McElwain Co., Man- 
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GITS 
Plastic 


DE LUXE 


SHOE 
HORNS 
Work of art! Useful! 


° features 
Afttractively Merchandised! ait 
Easy—Quick Sales. eouty 
Full Profit. 
|| The “SPECIAL” is 
@ Authentic replica of early steers | the new improved , 
horn. machine by M. B. 


@ Permanent, lustrous colors. | 
@ Unbreakable plastic. 
@ Polished surfaces and edges. 

@ Pleasant to touch. 

@ Retails at 25c each (full profit). 

An exceptional retail value witha ready market 





|THE M. B. ADRIAN 
| ‘‘SPECIAL' 
| 

| 


with Selektor 








OUTSTANDING — 


© performance 


Adrian who invented 
X-Ray shoe fitting 
and formed the orig- 
inal company for its 
manufacture 30 years 
ago. Twelve years 
later he merged with 
a shoe manufacturer 
and continued to man- 






owe 
shneing 
SELEKTOR 
buttons : . 
“The Finest in X-Ray Shoe Fitting Equipment” 


Manufacturers of the famous Gits Flashlights, Knives, 
Savings Banks, Games, Protect-o-shields, Etc. 


CHICAGO 44, ILL. 





ufacture the machine known as the “Adrian.” 

ago he left this association to form his new company, the 

M. B. Adrian & Sons X-Ray Co., builders of the “Special.” 
For information & literature write 


M. B. ADRIAN & SONS X-RAY CO. 
“Originators of X-Ray Shoe Fitting” 
2507 So. Howell Ave. 


Five years 


Milwaukee 7, Wis. 











chester; Roberts-Hart, Inc., Keene; 
Madbury Shoe Co., Rochester; Myrna 
Shoe Co., Manchester; National Shoe 
Co., Epping; Laconia Shoe Co., La- 
conia; Dover Shoe Co., Somersworth; 
Klev-Bro. Shoe Mfg. Co., Derry; B & C 
Shoe Co., Manchester; Chelmsford Shoe 
Co., Derry; Hubbard Shoe Co., East 
Rochester. 

H. O. Rondeau Shoe Co., Farming- 
ton; The Yankee Shoemakers, New- 
market; Miller-Hermer, Inc., Dover; 
Somersworth Shoe Co., Somersworth; 
R. B. Ireland Shoe Co., Dover; Fleisher 
Shoe Co., Manchester; Royce Shoe Co., 
Claremont; M. Sibulkin Shoe Co., Man- 
chester; Evangeline Shoe Co., Man- 
chester; International Shoe Co., Man- 
chester; Salvage-Molloy, Manchester; 
Louis H. Salvage, Manchester; Adams 
Bros., Manchester. 





Opens New Men’s Department 


MARION, IND.—Lasky’s Shoe Co. has 
opened a new men’s department, with 
Gene Gerland in charge. Previously 
the store had handled only women’s 
shoes. The firm’s president, Harry 
Lasky, announced his partnership in 
the business with his son and daughter, 
Leonard and Shirley, and two stepsons, 
Leroy and Sidney Jacobs, all returned 
recently from duty with the armed 
forces. 





Feature Shoes and 


Accessories 


BIRMINGHAM, ALA—A “new and 
finer store,” offering wide shoe and 
fashion accessory selections, has been 
cpened at Second Avenue and Nine- 
teenth Street in Birmingham by Holi- 
day Fine Shoes. 

Price range is $3.93 to $10.95 for 
shoes, $3.95 to $8.95 for bags. 





Adding Men’s Shoe 
Department 


Houston, Tex.—Addition of a shoe 
department for men is included in the 
$100,000 expansion program now under- 
way at the Fred Wyse clothing store, 
912 Main Street. 

The store, established only two years 
ago, will be enlarged by 4000 square 
feet of floor space, thus allowing the 
installation of the new shoe department. 





Shoe Firm Moves 


ATHENS, Ga.—Hanes Shoe Company 
has moved into a building in Gaines- 
ville, Ga., owned by Carl Brittain, and 
his renovated the building. This com- 
pany also operates a shoe store at 
Rome, Ga. 
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WORK SHOES 








Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 








ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


© Goodyear Welt Construction 

© Heavy grain leather innertole 

© Full leather midsole 

© “Pancord” no-mark outersole 

© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump prime elk uppers 

® Reinforced at all points of wear 


$3.85 


12-pr. cases, 
any sizes 
wanted, 





The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md 
Honest-made since (809 
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CHILD'S SLIPPERS 








BUY AMERICAN 
CHILDRENS ALL LEATHER SLIPPERS 
Leather Uppers—Ficxible Hard oe See 
Plaid why ps Once Delivery 
to 3 Style 466 
uaa or tat 10 Days 
$1.45 per pair 
rene SHOE CO. 














Buy Savings Bonds 























Answers to Boot and Shoe I. Q. 


1. Alligator 

2. String 

3. Shoe-string 

4. Shank 

5. Kid 

6. Sole 

7. Shoebill 

8. Tongue 

9. Heels 

10. Pump 

11. Pumpkin 

12. Cobbler 
[QUESTIONS ON PAGE 105] 





Where Is New Mexico? 


ALBUQUERQUE, NEw MExiIco — The 
state of Maine is a long, long way from 
New Mexico, so for that reason it 
would seem advisable to excuse a cer- 
tain shoe manufacturer at Freeport, 
Me., for the following episode: 

Isidore F. Gallegos of Albuquerque 
recently sent a check with a shoe order 
to a Freeport, Me., manufacturer. He 
got it back with this explanation: 

“We are sorry to advise that we have 
discontinued all business outside the 
United States for the present.” 





Establish Prices for Heavy 
Weight Outsoles 


WASHINGTON — Lack of lightweight 
sole leathers, reflected in the upsurge 
in demand for thick-soled women’s 
shoes, has led to the establishment of 
prices for heavy weight outsoles for 
women’s shoes at levels comparable 
with the prices of outsoles for men’s 
shoes, the Office of Price Administra- 
tion said recently. The measure is de- 
signed to save leather. It is necessitated 
by the practice that has developed of 
cutting heavy leather only into men’s 
shoe soles, which command a higher 
price than women’s shoe soles. Shoe 
manufacturers have been compelled to 
buy up the larger soles and cut them 
down to women’s sizes, with a resultant 
waste of leather. 

OPA explained that during the war a 
shortage developed in the lighter weight 
leathers customarily used for outsoles 
on women’s dress shoes. As a result, 
cutters shifted to the heavy leathers, 
with an accompanying growth in popu- 
larity of low-heeled shoes with heavy 
leather soles. Prices for women’s soles, 
however, were predicated on the use of 
light leather and provided little margin 
for predominat use of heavy leather. 
The result was a diversion to more 
profitable men’s soles. 

The prices established by this action 
make it as profitable to cut women’s 
heavyweight soles as men’s. The action 
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MISSES' SANDALS 


orem 


MISSES’ FLEXIBLE CALIFORNIA 
PROCESS SANDALS 


Brown Smooth Elk Uppers 
Oak Leather Soles for 
Long Wear 
















$4.75 
FOB NY No. 5000 
Sizes 11-3 At Once 
36 prs. to case Delivery 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 











sets up producers’ prices by size, grade 
and weight, for women’s outsoles 77 
inches and over. (By “eight inches” 
meant that a stack of twenty pairs a 
soles will be eight inches high.) The 
sizes, grades and weights specified are 
those generally used in the trade. The 
new prices were set up to put women’s 
heavy outsole prices in proper relation 
with those for men’s outsoles of the 
same and related types, weights, poten- 
tial cutting values and qualities and 
grades. 





New Store to Handle 
Higher Grades 


GAINSVILLE, FLA.—The Fagan Boot- 
ery has opened for business on East 
University Avenue. Thomas K. Fagan, 
proprietor, announced that only high 
grade shoes for women, and sports 
shoes, will be handled. 
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For feet that yearn to 
STEP from “DUTY” SHOES 
into BEAUTY SHOES 





Dress Shoe Specialists 
for the Style Smart 
Younger Sef. 


Although beavty is the first thought of 
Gerwinettes, they're made from finest 
leathers over correct lasts. Gerwinettes 
are the featured line of youthful fashion 
Soggweur tn the better stores of your ty. 


THE SCHAWE-GERWIN CO., CINCINNATI 





New Shoe Department 


Opened 


OKLAHOMA CiTy, OKLA.—The Palter 
De Liso Shoe Salon, new enterprise of 
Lazarus Brothers, at Peyton-Marcus, is 
one of the Southwest’s outstanding de- 
partments. Lazarus Brothers also own 
the I. Miller shoe department at Roth- 
child’s B & M, here, and have shoe de- 
partments in Vandever’s and Seiden- 
bach’s, in Tulsa, as well as an exclusive 
I. Miller shoe store in Tulsa. 

The Peyton-Marcus shoe department 
is under the supervision of William 
Lazarus and is managed by Everett P. 
Nelson, recently released from the 
armed forces, and formerly manager of 
the M. M. Cohn Shoe Department in 
Little Rock, Arkansas. 

Located on the third floor of the Pey- 
ton Marcus store, the shoe department’s 
outside fixtures are of bleached ma- 
hagony, and fitting chairs are covered 
with bright red upholstering. An at- 
tractive feature of the shop is the bag 
department, where bags to match the 
shoes are featured. 

Customer response to the new quality 
shoe shop has been most gfatifying, 
said Mr. Lazarus. Extensive newspaper 
advertising is carried locally and fre- 
quently results in a complete sell-out of 
the advertised item. 
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Shoe Stores Open After Strike 


OAKLAND, CALIF. — Oakland shoe 
stores have opened again after a 27-day 
shutdown caused by a strike of shoe 
clerks. The new two-year contract 
signed by the Department and Specialty 
Stores Union, Local 1265, AFL, and 
stores represented by the United Em- 
ployers, reduces the work week from 
44 to 40 hours, and grants a wage in- 
crease of not less than 15 per cent and 
commissions of 8 and 9 per cent on 
sales. 

Employers of the 37 stores agreed to 
all of the union’s demands before the 
strike started except an increase of one 
per cent in the commission rate. They 
finally agreed to this increase, ending 
the walkout. 

During the tie-up shoe shipments con- 
tinued to arrive and the local stores 
now have the biggest stocks on hand 
that they have had in years. They are 
advertising this fact to their customers 
and as a result are having a rush of 
business. Early indications are that in 
spite of the month’s shutdown, sales for 


_ the first half of 1946 will go well ahead 


of last year. 


Open Deb Shoe Shop 


ALLENTOWN, Pa.—dZollinger-Harned’s 
have recently opened a Deb Shoe Shop 
at the rear of the street floor. Effec- 
tive use of apple green and cerise on a 
partition dividing sales space from the 
shoe stockroom gives the new section 
high visibility and attention value from 
all parts of the main floor. 


The partition is green, contrasting 
smartly with three shadow boxes, with 
curtains concealing entrances to the 
stockroom’s four aisles, and the three- 
dimensional “Deb Shoe Shop” caption, 
all in cerise. Leather chair seats and the 
shelves around a post also are finished 
in cerise. The selling space is carpeted. 
Stock space contains room for 2400 
units and approximately equals the 
sales space. 

The shop features casual and sport 
shoes. In transferring these shoe lines 
from the store’s second flood depart- 
ment, Sherman J. Gill, department 
buyer, and C. Zimmerman, who has 
charge of the new section, believe that 
a separate department will help the 
sale of both the cheaper and higher 
priced lines. It makes it more difficult 
for customers to compare $3.95 and 
$14.95 shoes. And the move provides 
more space for the second floor depart- 
ment. 


Adding Shoe Department 


Bay Crry, Texas—The 22-year-old 
Murley shop here is being completely 
redecorated and enlarged to accommo- 
date the addition of a shoe department 
as well as other features, its owner and 
founder, Mrs. Fay Hurley, has an- 
nounced. 








 TRAY-WARE 


Crystal Clear Lucite 
SHOE DISPLAYS 


America’s Finest Displays - 
Unequalled in Quality 


Style and Construction 
























NO. 208 - For your 
smartest shoes. 
Crystal-clear Lucite! 
Sturdy base. Height 
8 inches... $5.50 


NO. 207 - Smartly 
styled, height 5 in- 
ches. Crystal -clear 


NO. 206 - Height 
5 inches. Quality 
made in Crystal- 


clear Lucite..$2.50 


INDIVIDUALLY PACKED! 
IMMEDIATE DELIVERY ASSURED! 


TRAY-WARE 


WManupacturers 


1384 WEST 117th ST.* CLEVELAND 7, OHIO 
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CASUALS 


FINE GRADE 


GIRLS’ BROWN COWHIDE CASUAL 


Genuine Goodyear Welt 
Neolite Soles 


Immediate Delivery 


$3.65 


Sizes 4-9 
Packed (8 pra. 
to zee 








Write for folder 


CONJOR SHOE CO. 


287 Broadway New York 17, N. Y. 
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DISPLAY SHOE FORMS 





- 
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CELLULOID — ladies’, misses’, children’s — Sesh 
pe varied heel heights and cisco —imanediate 
Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men's or women's—attractive. 


Write for samples or details 


LYONS & COMPANY 
120 Deane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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CHILDREN'S SHOES 
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Because of the shortage of man power 
we regret we cannot supply all of C. A. 
Haines shoes wanted by our customers. How- 
ever, we are servicing all on a fair quota 
basis to insure equal treat- 
ment. 





for this popular line 


which retails up 
te $4.00. 
Crushed 
Goatskia 
SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 
Our Distributors 
A Shee Ce., relburger & Bre. Ce., 
251 W. Jefferson St., 119-121 E. Columbia 
‘ort Wayne, Indiana 
Jayson Shes Ceo. Les Angeles, Cal. 
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Booklet Describes German 
Wool-Pulling Process 


WASHINGTON—A German process for 
pulling wool from sheepskins, without 
harming the hide or fibers, by means 
of an enzymatic product called “Ara- 
zym” is described in a report released 
recently by the Office of the Publica- 
tion Board, Department of Commerce. 
The report, made by Henry D. Grimes 
for the Joint Intelligence Objectives 
Agency, may be ordered from OPB 
(PB-14526; photostat, $1; microfilm, 50 
cents; 4 pages). 

The enzymatic process, developed by 
the Roehm and Haas plant in Darm- 
stadt, is more expensive than the old 
lime process. However, it is said to 
result in a better quality wool and a 
10 per cent increase in yield, which 
compensates for the additional cost. 
The new method also eliminates “both- 
ersome chemicals,” according to the 
investigator. 

Before the war the enzyme was pro- 
duced from animal pancreas imported 
from American packing houses. In re- 
cent years it has been produced from 
cultures of the mold Aspergil Paraciti- 
cus, seeded in bran. Its composition 
and application to the treatment of 
skins are described in the report. 





Purchases Bootery 


Corpus CHRISTI, Tex.—J. A. Baas, 
who has been associated with the Vo- 
Craft Shoe Store, has purchased the 
Economy Bootery from Sam Grossman, 
who is temporarily retiring from the 
shoe business after twenty years. The 
name of the store, it is announced, will 
remain unchanged under the new man- 
agement. 





New Store Opening 


RUSSELL, KANS.—A new shoe store is 
opening in the Holland building here. 
Eugene Steinle, who for a number of 
years was manager of the shoe depart- 
ment at Banker’s, will be the owner. 

The new location has been undergo- 
ing repairs and is being remodeled 
modernistically. Mr. Steinle’s store will 
be known as the Russell Shoe Store. 





Plaque Commemorates 
50-Year Association 


MICHIGAN Crry, IND.—The Feallock 
Shoe Company has received an attrac- 
tive wall-plaque to commemorate fifty 
years as dealers of Walk-Over Shoes. 





Lease Store Space 


ALBANY, N. Y.—Kohn Brothers, a 
retail shoe chain with stores in Troy, 
Saratoga, Glen Falls, N. Y. and Pitts- 
field, Mass., have leased a store at 93 
North Pearl Street, here. The G. R. 
Kinney shoe store, now at this loca- 
tion, will move to 159 Central Ave- 
nue. Kohn Brothers lease is for 10 
years. 
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WINDOW FIXTURES 
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Ready for Immediate Delivery 


The SHO-MASTER 


At Last! A Shoe Fixture 
That Enhances Your Shoes 





modern plastic that will give 
yeors of service. 


16" High—21" Wide 


HALSEN MFG. CO. 


Sparkling lucite tops adjust- 
able to any angle. Attractive, | A 95 
. 














227 S. Fifth St., Phila. 6, Pa. 


Side Line of Sandals 


Mrami BeEaAcH, FLA.—Max Drosd, 
who operates a shoe repairing business 
at 1679 Alton Road under the name of 
“King’s,” has developed a side line 
which is likely to become greater than 
the business itself. He experimented 
with colored sandals for his twin 
daughters, and now has a big business 
in what he calls “Foot Loose” sandals. 
These sell at $10. They are custom- 
made and leather thonged. Mail orders 
have been received from returning visi- 
tors from all over the country. 





Yesterday’s Footwear in 
Western Celebration 


HELENA, Mont.—A stranger, view- 
ing the shoe,store windows in Helena 
recently, might have wondered if this 
Montana mining town wasn’t a bit be- 
hind the times but it wasn’t as bad as 
it looked. The high buttoned and laced 
styles in faded blacks and browns 
were merely in keeping with the spirit 
of Vigilante day, when ghosts of Mon- 
tana’s yesterdays paraded down Main 
Street in the high school students 
famous Vigilante parade. 
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Tokyo Vendors Show Leather Shoes 





Typical sidewalk shoe vender on Tokyo's Ginza displays his 
stock — eleven pairs of shoes averaging $85 a pair. 


lr trends among merchants on Tokyo’s Ginza are any in- 
dication, Japan may soon lose its reputation as a clog- 
shod nation. 





The Ginza is a mile-long line of sidewalk vendors who | 


display their wares—anything from shoes to electric mo- 
tors—before them on the ground or on low tables. Al- 
though leather shoes are still not plentiful or cheap, the 
number of merchants selling them is beginning to rival the 
number of geta (or clog) salesmen. 

Average cost of a pair of shoes on the Ginza is about 
$85. Designs of most of the shoes follow dated American 
patterns. The men’s shoes have pointed toes and the 
women’s have rather low heels. 
ere no spike heels or open toes. 

Although many Japanese men now wear leather shoes 
(chiefly ex-servicemen who wear their Army or Navy shoes 
until there is nothing left of them), the number of women 


In all of the Ginza there | 


who wear them is limited to the daring few who wear short | 
skirts in preference to kimonas or slacks—a relatively small | 


part of the population. No shoes at all have been made for 
children. 

A common type of shoe among laborers is a rubberized 
canvas sneaker split like traditional Japanese stockings, 
with the big toe separated from the other toes. Typical 
Ginza vendors, however, most of whom have less than a 
dozen pairs of shoes as their stock. sell only oxfords. 


Ads Introduce Store’s Persennel 


Saint Pavut, Minn.—In an advertising campaign de- 
signed to introduce store personnel to Saint Paul men, with 
special thought for those who had been serving with the 
armed forces or engaged in other cities in war work, but 
Pow were coming home, Howards, largest exclusive men’s 
store in the city, ran individual ads using a picture of one 
member of the store’s personnel in each. 

Style was to run a catchy statement or question above 
the cut, the name of the man below, followed by a state- 
ment by him. 
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FEATURES 


*® Hard Counters 

% Hard Spring Heels 
* Soft Leather Soles 
*& CO. ORS: Black, Red, Brown, Blue 
* Flowered Print Lining 

* Full Sizes 4-9 


158 DUANE ST., 
SEE US AT YOUR REGIONAL SHOW 


FOR THAT 
POPULAR FAVORITE 


all-wear shoe is dancing its 
way into the Number 1 spot 
on the Teen-Age and Junior 
Miss Style Parade, Gerda 
comes along with its new and 
more beautiful variation of 
this style. Soft, glovey leather, 
colorful linings and the newest 
Dutch Boy heel combine to give 
it exactly the look these smart 
girls want. It’s still another 
Gerda first, and is typical of 
the clever promotions you ex- 
pect to get from Gerda. 









AS ABOVE 


MISSES’ 
* Full Sizes 11-3 


$1.70 


NEW YORK 12, N.Y. 
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CHILD'S SANDALS | 
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CHILDREN'S 


Barefoot Sandals 
Goodyear stitched construction 








NEW YORK FOOTWEAR CO. 
10 West 32nd Street, NEW YORK 1, N. Y. 
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MEN'S SANDALS 
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MEN’S LEATHER SANDALS 


In Stock 
Smooth Elk Uppers. 
-wearing Oak 
Leather Soles with 
Platforms. Outside 
— Rubber 
s. 






POLONER SHOE CO. 
156 Duane Street, New York 13, N. Y. 

















Kurt S. Loeb has assumed charge as 
manager of the Dan Cohen Shoe Com- 
pany in Monroe, La. He has had 20 
years of footwear experience in such 
cities as London and Paris as well as 
the United States. 

In the recent war Mr. Loeb saw ac- 
tive participation in some of-the most 
vicious battles of the Pacific theater. 
He served 19 months overseas with the 
Tenth Army. 


Howard Fox of the Fox Shoe Manu- 
facturing Corp., New York, and his 
wife, the former Erma Leffler, are the 
happy parents of a daughter, Sharon 
Lee, born June 5, weighing 6 pounds, 
12 ounces. Grandpa Barney Fox, re- 
ferring to his first grandchild, describes 
her as a “gorgeous little thing.” 


(22 


About Shoe People 


Leo Keller, partner in the Olympic 
Footwear Company, New York, has re- 
turned from a trip to Belgium and Hol- 
land. He was away for six weeks. 

* * * 


William Love, just out of the Navy, 
has purchased the old Detroit firm of 
Dearborn Leather and Findings from 
Walter and Zigmund Zarem, and taken 
over the business in his own name as 
Love’s Leather and Findings. The firm 
has a new, North end location at 4241 
Joy Road. 


a a oS 


Carl H. Nathan, vice-president of the 
Sun Shoe Manufacturing Company, ac- 
companied by his wife, Annie Nathan, 
flew to Europe late last month via a 





MR. AND MRS. CARL H. NATHAN 


TWA Constellation. Expecting to be 
gone approximately two months, the 
couple will combine business with plea- 
sure and will visit Mrs. Nathan’s 
parents in Basel, Switzerland. Mr. 
Nathan expects to re-establish the pre- 
war, European contacts of the Sun 
Company. 
a bd 

The Marilyn Bootery, recently opened 
at 407 15th Street, Miami Beach, Fla., 
will feature shoes from “cradle to col- 
lege.” Nettie Bloom, well known among 
shoe merchants here, is manager. 


* * * 


When John Ruesch recently joined 
his father, Fred J. Ruesch, in the oper- 
ation of the Ruesch shoe store in 
Watertown, Wis., it marked the fourth 
generation of the family to enter the 
shoe business in the city to carry on 
the firm founded a hundred years ago— 
two years before Wisconsin became a 
state—in the same city where it has 
been operated ever since. 

The firm was founded by Frederick 
J. Ruesch, great grandfather of John. 
Operated continuously since that time, 


its location has been moved only once, 
in 1895. Fred J., father of John, has 
been active in the business for the past 
37 years. 
. * = 
S. A. Fisher has bought the Jack 
Hart shoe store in Los Angeles and has 
renamed it Fisher’s Shoes. Mr. Hart 
is now operating a family shoe store at 
8836 West Pico and is building a six- 
story structure adjoining, which is ex- 
pected to be ready for occupancy in a 
few months. He will have a modern 
shoe store in the new building. 
+ 7” + 
Frank R. Owen, formerly city hall 
reporter of the Lynchburg Daily Ad- 
vance, has been appointed editor of a 
new house organ published by the 


Craddock-Terry Shoe Corporation, 
Lynchburg, Va. 
* 7 * 
Harry P. Hahn, formerly district 


sales manager for the Beacon Falls 
Rubber Footwear Division of the U. S. 
Rubber Co., has become manager of the 
Central Furniture Co., Columbus, O. 

- ” oe 

Bob Hatch, who for the past 15 years 
has been district manager for the 
Southern California Nunn-Bush shoe 
stores and departments, has started his 
own men’s shoe store at 4447 E. Slau- 
son Blvd., Maywood, Calif. 

. ~ * 

Hal C. and Nan Dunham have opened 
a beautiful new shoe store at 490 Coast 
Boulevard in Laguna Beach, Calif. Mr. 
Dunham was previously connected with 
Ralph’s Shoe Store in Bakersfield, 
Calif. 

ck * - 

Ben Bain and Sanford Bain, sons of 
A. Bain, proprietor of Bain’s Family 
Shoe Store at 203 E. 4th St., Long 
Beach, Calif., are now operating the 
store. Mr. Bain, Sr., has retired from 
the shoe business after 25 years as a 
retailer. 

. > - 

Mrs. Bee Van Siekle, of the Chil- 
dren’s Bootery, Westwood Village, Los 
Angeles, is now in the East on a buy- 
ing trip. The Van Siekles formerly 
lived in Rochester, N. Y., before acquir- 
ing the Children’s Bootery. 


* * * 


Mickey Levine is now proprietor of a 
new shoe store at 5831 Atlantic Blvd., 
Long Beach, Calif., which is named 
Michael’s Bootery. Mr. Levine has re- 
cently been released from the Air 
Corps after three years of service. 

* . 7 


Norvine Sederholm now has his own 
children’s shoe store at 3542 9th St., 
Riverside, Calif., after a long associa- 
tion with the Broadway and May Com- 
panies, in Los Angeles. Mr. Seder- 
holm is assisted by his wife. 
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THANKS tothe shoemen 


bility. 





for your orders in response 
to our ad in the Recorder, 
issue of April 15th, 1946. 


CUSTOM-BILT ADJUSTABLE 
LEATHER ARCHES 
With Sponge Rubber Inserts 
| 


Now better than ever. 
Stitched for added dura- 


pair. FOB Factory. 


Mfg. by 
wens izes; $1213 SwantArch Support Co. 
GUARANTEED 169 E. éth St. 
TO GIVE ENTIRE SATISFACTION St. Paul l, Minn. 


of America 


SASCO 


$13.80 per dozen 











STOCK NO, 


300 
CEILING PRICE 
$4.50 
"OUR PRICE 


$4.50 


Actual size 


Book of 1452 
markers will 


mark 726 pairs. 











HANDY PRICE STICKERS for 
SHOES and CARTONS 


100 to a perforated sheet; width 
to fit your typewriter 


Check, M.O., of C.0.D. | 


BOOT & SHOE RECORDER-Merchants Service Lept. 
209 S$. State St., Chicago, Ill. 





12 sheets | 
gummed and per 
forated te a book 

1452 
Price Markers 


$2.00 


2 books: $3.50 











SWANK SHOE DRESSINGS, INC. 


6! East I Ith Street 





New York 3, N. Y. 
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The Modern Shoe shop in Waupun, 
Wis., has been sold by N. P. Anderson 
to William Allan, for the past 11 years 
an employe of the Ideal Shoe company 
in Waupun and the Weyenberg Shoe 
Manufacturing Company in Beaver 
Dam, Wis. Mr. Anderson has operated 
the shop since 1942. 


* * * 


Thomas F. Malley, Western represen- 
tative for Daniel Green Co. and The 
Gilbert Shoe Co., has appointed Ken 
Brayton as his office manager. Later, 
Mr. Brayton will assist Mr. Malley in 
making the smaller towns, as well as 
greeting the trade at the Haas Build- 
ing, Los Angeles. 


* * * 


Frank Knight was recently named 
manager of Bell’s Booteries, Johnson 
City, Tenn. He completed a one-year 
training course in shoe salesmanship 
and store management at Bell’s Boot- 
eries in Nashville prior to his promo- 
tion to manager at the local outlet. 

* * * 


Robert Wood, of Weil-Mass, has been 
elected president of the Tampa, Fla., 
Shoe Retailers’ Association. Sylvan 
Gardner was named vice-president and 
Rudolph Solomon, secretary-treasurer. 
Members of the board of directors in- 
clude: David Cowen, Morton Williams, 
Sam Ferreri, Jim Morrison and R. C. 
McNab. 
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Stephen Altschul, popular member of 
the firm of Julius Altschul, Inc., Brook- 
lyn, N. Y., was married May 16, to Miss 
Rose Steifel of Philadelphia. “Steve” 
completed over 3% years with the U. S. 
Coast Guard in the Pacific. 

* * * 

Thomas E. Walker, former manager 
of the Merit Shoe Store, Kokomo, Ind., 
has become manager of the firm’s store 
at Peru, Indiana, succeeding Kenneth 
Zerbe, who became manager of the 
Jerry Beebe Shoe Shop in Peru. 

* * » 

Sam Young Shoe Store recently 
moved to larger quarters at 128 E. 
Genesee St., Syracuse, N. Y. A luggage 
department has been added to the lines 
of men’s and boys’ shoes carried in the 
old location. Mrs. Lena Young has 
operated the store since the death of 
her husband several years ago. Two 
sons, recently discharged from the ser- 
vice, are now active in the store. 

» * * 

Morris Field was recently appointed 
buyer of the women’s and children’s 
shoe department at Bush and Bull 
Corp., Bethlehem, Pa. Plans for re- 
modeling the department still are in 
the formative stage. 

* * 7 

A. S. “Andy” Simon, has resigned as 
manager of the Hollywood Shoe Store, 
Hollywood, Fla. He served as manager 
for the past two years. 


A shoe, harness and leather goods 
shop was opened in Emporia, Kans., 
recently by Marvin Crail, of Hartford, 
Kansas and Alfred L. Farmer, Emporia. 
Shoes for men, women and children, as 
well as a complete line of leather goods, 
are included in the stock. Mr. Farmer 
operated a shoe and harness repair 
shop in Hartford for two and one-half 
years which he sold in September to 
Mr. Crail. The past four months he has 
been employed at Al King’s shoe shop. 


a = * 
Ewing D. Nunn, son of Henry L. 
Nunn, Milwaukee shoe manufacturer, 


was married recently to Miss Frieda E. 
Abel. After a wedding breakfast, the 
couple left for a northern Wisconsin 
honeymoon. 

* » * 

Ted Satter, proprietor of Satter’s, 
Inc., Manchester, N. H., shoe dealer, is 
making a hit as a newspaper “column- 
ist.” A sizeable advertisement, appear 
ing every Monday in the Manchester 
Union and Leader, takes the form of a 
column, in which he chats intimately 
about his store and its merchandise. 
The shoe store is also sponsoring a 
radio program, “Mystery Time,” every 
Monday, Wednesday and Friday night. 

* * > 


Adelard Rousseau, Newmarket, N. 
H., shoe dealer, has been elected to 
serve for the next three years as trus- 
tee of Lamprey Aerie of Eagles. 
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INFANT’S EASE 


Style #103 of 


SMOOTH WHITE ELK 
(illustrated) 
BLUCHER BOOT 


price $1.85 


Style #104 of 
SMOOTH WHITE 
ELK, BLUCHER 

OXFORD 


PRICE 


$1.75 


Style #108 of 


SMOOTH WHITE ELK 
LEATHER T STRAP 
(illustrated) 









PRICE 


$1.75 


I. Fine quality leathers 

2. Leather counters, innersoles, lin- 
ings and outsoles. 

3B. Lining lasted stitchdowns for bet- 
ter fit and comfort—made over 
excellent fitting lasts. 


4. Sizes 52/8—D wide. 
36 PAIR CASES ONLY 
Price high shoes, $1.85, net 30 days. 
Price oxfords and straps, $1.75, net 30 days. 
At once delivery 


A. L. O’SHEA 


212 Essex St., Boston, Mass. 
kkkkkkkK& KKK KC ,A_ KK 


Display Brings Sales of 
Specialty Item 

Detroit, MicH.—Strategic placing of 
a pair of shoe bags has meant a sig- 
nificant sales volume in this commonly- 
neglected accessory for the W. C. 
Thompson, Boot Shop, at 7510 West 
MecNichols Road. The store, operated 
by Warren C. Thompson, has placed 
one of the bags upon the wall, on either 
side of the entrance, which is in the 
center of the store front, with a closed- 
back type display window beside it. 
This wall space is thus used to boost 
sales of a specialty item. 

New modern shoe bags in brown-tone 
plaids are used, appealing to the taste 
of today’s patrons. A few slippers are 
placed in some of the compartments of 
the bags, as a suggestion of how to use 
the bags. One or two pairs of slippers 
are selected to match the plaid tones 
of the bags themselves as nearly as 
possible, tieing in with the suggested 
selling angle. 





Acquires Astoria Bootery 


New YorK—Ezra Margolin has taken 
over, as of May 6, the Astoria Bootery, 
at 22-19 31st Street, Astoria, Long 
Island, from A. B. Schott, the former 
owner. Mr. Margolin was formerly as- 
sociated with Fried’s, on Steinway 
Street, Astoria. 
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Plan Move in Fall 


Fort WAYNE, IND.—Golden’s Men’s 
Wear Shop, founded in Fort Wayne in 
1876, will move from its present site at 
926 South Calhoun Street, where it has 
beeen located since 1921, to a store ap- 
proximately four times larger, at 1024- 
28 South Calhoun Street, next Fall, fol- 
lowing remodeling. The store is con- 
templating the addition of a shoe de- 
partment to its line of men’s furnish- 
ings, hats, and clothing, said Ed 
Golden, co-owner. 





Purchase Florida Store 


ORLANDO, FLa.—The Knox Shoe & 
Ladies’ Ready-to-Wear Store, here, has 
changed hands. Mr. and Mrs. Thomas 
Sunday, of Detroit, Mich., purchased 
the shop and plan to operate it. 





Enlarge Shoe Store 


TAMPA, FLA.—Work has been started 
on a rather extensive program involv- 
ing the remodeling and enlarging of 
the Princess Boot Shop, here. The 
store will be extended fifteen feet in 
the rear, and a balcony will provide of- 
fice space. The entire front of the 
building will be of glass. Air condi- 
tioning will add to the comfort of cus- 
tomers, and new fixtures will be in- 
stalled throughout. The changes wil! 
amount to approximately $10,000, ac- 
cording to a statement from R. C. Mc- 
Nab, president of the company. 





Fire Damages Store 


Kent, O.—Fire in the Friedland 
Economy Stores, here, caused $20,000 
loss to the building and several more 
thousand dollars loss to stock, includ- 
ing shoes, clothing, and dry goods. The 
store is operated by Mrs. I. Friedland. 





New Arthur Kent Store Opens 


New YorkK.—Newest store in the 
chain of Stuart Brooks-Arthur Kent 
retail shoe establishments in Greater 
New York was opened recently at 2962 
Third Avenue. It is the second store 
the Brooks-Kent organization operates 
in the Bronx, the other being the Stuart 
Brooks store at 998 Southern Boule- 
vard, and the tenth retail outlet they 
operate in Greater New York. 





Stage Novel Promotion 


MANCHESTER, N. H.—Rainville’s Shoe 
Store in Suncook took on the appear- 
ance of a nursery, recently, when the 
establishment offered free photographs 
of children. One large portrait was of- 
fered to each youngster from three 
months to 10 years old. 

While mothers were at the store with 
their tots, they had an opportunity to 
view a display of special slippers and 
a line of white shoes for children. 


DAYa te) | kc 


5 FOOT 


| la full. page in The 


Saturday Evening 
| Post, a large ad in the 
American Weekly — 
Clive Mele MU Meliit-im tele 
ing magazines and 
tay ay ole] ol-16) are telling 
| millions of people that 
there is a Dr. Scholl 
Remedy or Appliance 
for every foot trouble. 
Tie in with this big 


event. 








Pennington Shoe Store Opens 


RENSSELAER, IND.—The Pennington 
Shoe Store has opened here as a new 
business. 


Germans Discover New Resin 


WASHINGTON, D. C.—German chem- 
ists during the war discovered a new 
class of benzine soluble resins, espe- 
cially useful in the leather industry be- 
cause of their water resistant and soft- 
ening properties, according to a re- 
port released recently by the Office of 
the Publication Board, Department of 
Commerce. Eight other reports on 
German developments in plastics also 
were made available. 

The report on the new resins, which 
is in German, was seized by American 
investigators in Germany. Cop:es may 
be ordered from OPB (PB-11427; pho- 
tostat, $1.00; microfilm, 50 cents; 6 
pages). 


Named Manager of 
New Store 


FRANKLIN, INnD.—Lee Nicholas, of 
Champaign, IIll., a veteran of World 
War II who has been connected with 
the J. J. Sholem Stores Company for 
the past six years, has been named 
manager of the firm’s new shoe store 
here. 
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News of the Salesment dn Syyolaers 


Selby Appoints Two 
To Sales Staff 


PORTSMOUTH, OHIO—Among person- 
nel who have recently joined the Selby 
Shoe Company are two new sales rep- 
resentatives who have been assigned to 





ALEX HEAD 


the Northwest and Southwest areas. 
Wallace H. Benton, who has been 
associated with Selby for the past four- 
teen years, has rejoined the company 
after four and a half years’ active ser- 





WALLACE H. BENTON 


vice in the Navy where he achieved the 
rank of lieutenant commander. Mr. 
Benton will represent the Arch Pre- 
server Division in the Pacific North- 
west. 

The Southwest area will be covered 
by Alex Head, who has been named 
Styl-eez representative. For the past 
four years Mr. Head has been an offi- 
cer in the Army Air Forces. 
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Begin Construction of 
New Mercury Plant 


PITTSTON, Pa.—Construction has be- 
gun here on a new plant for Mercury 
Footwear of Brooklyn, New York, 
which is expected, when completed, to 
be one of the most modern in the 
country. William Weinbrot, head of 
the company, has announced that the 
plant will have 42,000 square feet of 
space, and will cover one-third of a 
three-acre area. Production is sched- 
uled to start about the first of Sep- 
tember. 

The same shoes will be made in the 
new plant as are made in the Brooklyn 
factory, Mr. Weinbrot explained. Daily 
output of the new plant will be 4,000 
pairs, while that in the Brooklyn fac- 
tory is 1500 pairs. 

Pittston was selected as the site for 
the new venture because its loca- 
tion between Scranton and Wilkes- 
Barre, affords the advantages of near- 
ness to raw materials sources, good 
shipping facilities, and plentiful labor. 

Jack Squire, recently appointed pro- 
duction manager for the firm, will be 


in charge of the factory and the execu- 
tive staff. Workers willbe trained in 
shoemaking procedures, and a person- 
nel director will assure the maximum 
efficiency of the workers, so that a 
quality product may be achieved. 

Cost of the new factory is estimated 
at $150,000. It will be operated as a 
separate unit, obtaining its own sup- 
plies and making its own shipments. 
Mr. Weinbrot will spend part of his 
time at both factories. 





Page Joins Brown Co. 


Sales Staff 


BERLIN, N. H.—Brown Cqmpany has 
announced the appointment of Kendall 
W. Page, of Haverhill, Mass., to the 
sales staff of the Onco Division. Mr. 
Page will cover the New England terri- 
tory out of the Boston office, handling 
the complete line of Onco products. 

Mr. Page, recently discharged from 
the United States Army after serving 
two and a half years, was formerly 
connected with the United Shoe Ma- 
chinery Corporation, working out of 
their Haverhill office. 





Luncheon Attracts Distinguished Guests 





Boston, Mass.—Pau! N. Swaffield (at extreme right), advertising manager of the 
Hood Rubber Company, Watertown, Mass., and head of the Advertising Club of 
Boston, presided at a recent meeting of that organization at which the chief 
speaker was John L. Collyer (center), president of the B. F. Goodrich Rubber Co., 
Akron, O. Mr. Collyer said that 70 per cent of the total number output of the 
present time is synthetic. Shown at the left in the photograph is one of the honor 
guests, Dr. Karl T. Compton, president of the Massachusetts Institute of Technology. 
A place card, 12 inches long, named and_located guests at the head table. Boston 
editors, industrialists and educators were present. 
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Heads Centralized 
Design Department 


St. Louis, Mo.—Establishment of a 
centralized design department, headed 
by Thomas Gorgas, has been announced 
by the Brauer Brothers Shoe Company, 





THOMAS GORGAS 


here. The unit was set up in advance 
of a proposed plant expansion program 
to center all design work in one de- 
partment. 

The Brauer firm is planning to aug- 
ment its regular line of high style wo- 
men’s shoes. The‘ consolidated depart- 
ment will be headed by Mr. Gorgas, 
who has had 11 years of designing ex- 
perience. Prior to his affiliation with 
Brauer Brothers he was with the Car- 


mo Shoe Manufacturing Company, the 
browne-Tilt Pattern Company and the 
Dunbar Pattern Company. 





Shoe Firm Announces 
Employee Insurance Plan 


. New York, N. Y.—Additional group 
insurance coverage has been provided 
for employees of J. Einstein, Inc., of 
New York, N. Y., manufacturers of 
shoe uppers. Announcement of the new 
protection was made by Monroe L. Ein- 
stein, president of the concern. 

The group plan is being under- 
written by the Metropolitan Life In- 
surance Company on a basis whereby 
the employer pays the entire cost. 

Under the present plan the em- 
ployees will be insured for from $2,000 
to $5,000 of life insurance and a like 
amount of insurance for death or dis- 
memberment by accidental means. Em- 
ployees will also receive weekly sick- 
ness and accident benefits as well as 
hospital expense and surgical benefits 
for themselves and their dependents. 

The plan also includes visiting nurse 
care in areas where the insurance com- 
pany maintains its nursing service. 
This service is supplemented by the dis- 
tribution of pamphlets on health con- 
servation and accident prevention. 





Move to New Location 


NEw YorK — Louis J. Rockmore, 
president of Wavershoe Trimming Co., 
Inc., and partner of The Rockmore 





Walking Machine Tests Rubber Footwear 





Mishawaka, Ind.—A new addition to the footwear testing equipment at the 
Mishawaka Rubber & Woolen Manufacturing Co. laboratories is the “Octa-Ped," 
developed originally by the Government Bureau of Standards, to flex test rubber 
footwear. Legs made of special plastic compound bend and flex like the human 
foot. The eight legs rotate clockwise, walking on a belt moving in the same direc- 
tien and cover 133 miles every 24 hours subjecting the footwear to the stress 
end strain similar to that encountered in everyday wear. The “Octa-Ped” will 
be used to supplement, rather than replace, on-the-job wear tests. 
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Company, has announced the firm’s 
move to their own building and new 
headquarters at 806-8 Broadway. Ex- 
tensive alterations are taking place and 
a modern, air conditioned factory and 
office are being built. 





David F. Quigley Named 
President of Conrad 


NortTH ABINGTON, MAss.—David F. 
Quigley, youngest man ever to hold 
that office, recently was elected presi- 
dent of the Conrad Shoe Co., of this 





DAVID F. QUIGLEY 


town. Mr. Quigley, who is 29 years 
old, was also named assistant trea- 
surer. His father, D. Frank Quigley, 
has been elected treasurer. 

The new head of the company served 
during the war as a lieutenant in the 
Navy Seabees and was stationed in the 
South Pacific area for four years. He 
prepared for college at Andover and 
Governor Dummer Academy and is a 
graduate of Yale University. 





Announce New Heel Factory 
In Hollywood 


St. Louis, Mo.—Joe Gauthier, presi- 
dent of General Boards Corporation, 
has announced the completion of their 
new branch plant at Hollywood, Cali- 
fornia. The plant has a capacity of 
8000 pairs of wedge heels daily. 

General Boards Corporation origin- 
ally started its business in Los Angeles, 
California, later established a branch 
plant in St. Louis. During the war the 
California plant was abandoned. The 
new Hollywood plant is a part of a 
general plan of expansion. 

Future plans call for branch plants 
in the East and in foreign countries. 
Mr. Gauthier reported that close to 20 
million pairs of Genco heels have been 
produced in the past ten years. 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the WAC Cementing Machine 
Model C. Each number lays an even ribbon of 


A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 


cement on the folding margins of uppers. 
ad 3 ppe measured in terms of: — 


#7780 —Strongest bond and longest tack STRONGER BOND 


period of any Folding cement we have yet LONGER TACK PERIOD 

developed — dries fast— folds nicely as soon as 

film is dry. q FASTER RATE OF DRY 

#7783 — Adequate bond for use under The performance of BE BE BOND CEMENTS 
average shoe factory conditions—fast drying is maintained through constant laboratory 
tima—overnight tack——good rub off. control. 
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MEN'S CASUALS 
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Men's Casuals 


California Process 
Smooth no mark sole finished like leather 


$9.40 
Pair 

10 days net 
F.0.B. Chicago 


Fabric upper—platform, 2 tone effect. | 





COLORS: Rust & Brown—Wheat & 

Brown. 

SIZES: 6 to 10 and 7 to II. 
36-pr. or 18-pr. Lot 


immedjate Delivery 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 











0 AO ee 
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TPP” WE SELL “UTIL 
S QUALITY SHOES 
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Quality Shoes 


Since 1932 


From the Nation's 
Leading Manufacturers 


M. K..WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 

St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, M. Y. 























To Assume New Post 


Boston, Mass.—James F. Long, who 
has served the Compo Shoe Machinery 
Corporation as assistant district man- 
ager in Maine, has been transferred 





JAMES F. LONG 


to Boston where he will work under 
William Solar, vice-president in charge 
of merchandising. 

A member of Compo since 1931, Mr. 
Long formerly worked from Boston as 
a service man and then was transferred 
to the service department in the Maine 
District. In 1942 he was granted a 
leave of absence to go to Washington 
where he served the shoe industry as 
Chief, Shoe and Leather Machinery 
Section, War Production Board. 

Recently Mr. Long was awarded a 
certificate from the New England Shoe 
and Leather Association in apprecia- 
tion for his service during the war. 


Brown Shoe Financial 


Statement 


Sr. Louris, Mo.—For the six months 
ending April 30, 1946, net earnings for 
Brown Shoe Company, after taxes, 
amounted to $1,055,553.31, according to 
a semi-annual financial statement re- 
leased recently. This is equal to $1.95 
per share of the company’s common 
stock, compared with 89¢ per share on 
en equal number of shares of common 
stock during the same period last year. 
There are 492,000 shares of common 
stock currently outstanding, as a result 
of the two for one split on Jan. 14, 
1946. 

The company’s net sales of $24,187,- 
669.17 represent the total sales of the 
company’s Air Step, Roblee, Buster 
Brown, Naturalizer and other specialty 
selling divisions for the period. 

All Army contracts were completed 


during the year 1945, and the company © 


has produced no shoes for the govern- 
ment during the calendar year 1946. 
Shipments of civilian shoes for the past 
two months are running at the rate of 
over $5,000,000 per month. 





Cocktail Party 
Inaugurates New Factory 


New YorK—A small group of new 
evening and daytime shoe styles were 
shown at a cocktail party given by 
John Marino, member of the Guild of 
Better Shoe Manufacturers, on June 
5th to inaugurate his new factory at 
305 East 63rd Street. Shoe buyers, 
manufacturers, suppliers, and members 
of the fashion press made up the total 
of 380 persons who attended. 

In presenting his new shoes, Mr. 
Marino emphasized his belief in the 
growing importance of the closed shoe, 
treated with new, fine detailing. The 
group of shoes, shown only to the press, 
included the “Daisy Chain,” a gold kid 
evening sandal, the vamp of which is 
made up of rows of small daisy pat- 
terns, each studded with a tiny jewel, 
the “Town Beauty,” a red calf suit 
shoe in the new softened mood with 
slashed collar and tip line, “Flying 
High,” and a rust calf closed-up pump 
with a squadron formation of bird- 
shaped slashes that cover the wing and 
tip. 

Another of Mr. Marino’s new high- 
styled closed pumps is the “First Lady,” 
in green suede with a deep cutout close 
to the toe. Welting borders the cutout 
and the collar. Mr. Marino is also in- 
troducing a new last in his “Snub 
Nose,” a run-around or campus flat with 
an apron effect over the instep, edged 
with fringe in an off-sided manner. 

Announcing the beginning of “sci- 
entific distribution,” Mr. Marino said 
that his company is starting to ship 
shoes to each account monthly on the 
essential allotment basis. This distribu- 
tion program has been a Marino aim 
since the first of the year when he 
moved into his present modern factory 
which is fully air conditioneu and cov- 
ers 13,500 square feet of space. 








Something new in the fieid of slippers 
cre moccasins actually crafted by the 
hands of Canadian Indians, just outside 
of Quebec for Elkind Brothers, New York. 
Every part of the Indian Mocs is made 
by hand, except the actual stitches 
which hold them firmly together. To 
make them really authentic, the colorful 
beaded trimming on some of the styles 
is placed on by the Indian squaws. 


Boot and Shoe Recorder 








Of he Oh oe 


wai at OMS ee 


= — 


nh 


 wHtS eit oO 


s] 
0) 


J 








Coming 


Our Way! 


<< 


ST 




















Certificates Awarded 
To Shoe Executives 


Boston, Mass.—The following shoe 
executives have received Achievement 
Certificates upon their successful com- 
pletion of a 20-week shoe course spon- 
sored jointly by Manchester New 
Hampshire Chamber of Commerce and 
the New England Shoe and Leather 
Association. 

J. F. McElwain Company—Roger 
Bresnahan, George Cote, Daniel Fitz- 
gerald, Henry Thiem, Henry Root, Ken- 
neth Purcell, Walter Lovett, Ralph 
Halberg, James DeRocher, Emmett 
Casavant, Raymond Bruce, Donald 
Wilson, Miles Struthers, Rene Mail- 
hot, Emile Benard, Leo Digman, and 
Joseph Clancy. 

Bourque Shoe Company — Joseph 
Bourque, Robert Gamache and Harold 
Berk. 





Shoe Executive Goes Abroad 


New YorkK—H. B. Delman, president 
of Delman, Inc., left for London, En- 
gland, early this month via American 
Airlines. His first post-war flight to 
Europe, Mr. Delman plans to coordi- 
nate styling and merchandising of Del- 
man House on Bond Street with his 
New York, Miami, and Hollywood 
shops. He plans to visit Paris to re- 
open the Delman Design Studio in that 
city. 
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The Flying Salesman 


Des Moines, IA.—He might well be 
dubbed the “High Flyer of the Travel- 
ing Shoe Men,” for Al E. Pieper, a 
member of the Iowa Shoe Travelers 





Al E. Pieper arrives at the Des Moines, 
la., municipal airport in his own plane 
to attend the shoe show held by the 
lowa Shoe Travelers Association of 
which he is a member. He makes all 
his business trips by air. 


Association, makes all his business 
trips by airplane. He says to travel 
100 miles in an automobile now makes 
him a nervous wreck. But in a plane, 
“he sails thru the air with the greatest 
of ease.” And that is quite fitting for 
he covers his Iowa-Nebraska territory 
for the Acrobat Shoe Co. 


Al Pieper learned to fly in 1942 
when gas rationing went into effect 
and has been flying for both business 
and pleasure ever since. He says he 
averages 22 miles per gallon in his 
Aeronca Chief, the little yellow plane 
which he owns. Since adopting this 
mode of travel he is able to come home 
each night to Fort Dodge, Ia., instead 
of just weekends as formerly. 

All the Pieper family is air-minded, 
for his son and daughter-in-law both 
hold pilot licenses, and Al’s wife fre- 
quently accompanies him on his trips. 








Moving Part of Factory 


New YorkK—The building at 31st 
Street and 1st Avenue, purchased last 
March by Mackey-Starr, Inc., for occu- 
pancy in July, has been sold to New 
York University and will eventually be 
used as a medical center. Until that 
time, the company will utilize one floor 
for cutting and fitting operations. Origi- 
nal plans called for moving the entire 
factory to the new location. Joseph 
Starr, president of the firm, said that 
the company plans to increase produc: 
tion by spreading the manufacturing 
and shipping operations over more of 
the space available at 56 West 22nd 
Street, the firm’s present quarters. 





real source of profits. 
Inquiries invited 
357 Fourth Avenue 


LYNCHBURG, VA. 
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WHILLIAM IsEuin & Co., INC. 


FOUNDED i808 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branck Offices 
GRAND RAPIDS, MICH. 
“AUOOUGURGEROUGEUQOGUUUGUGUGOQQUQGURGQQQURORQOGQQQQQQUQUQQRGQUCORGAQOROGROQUQORGRRQRRQQROEQUUQRUGERGRGUOIEG: 


Pr hc 


Q 
S 
nn 
= 
- 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


LOS ANGELES, CALIF. 
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MEN'S SLIPPERS 
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SCOOP! 


TWO TIMELY ITEMS 
for IMMEDIATE DELIVERY 


Style No. 1728 
Men's Sizes 
5-12 














SLIPPER CASUALS 
* Fine Duck Upper 

* Prewelt Construction 

* Flexible Leather Soles 

* Rubber Heels 


$1.00 
ber pr. 


Style No. 
6100 


SAND a ae 
* Double Backe nvas 
° Orthopedic Rubber Sole 
* Patented Construction 
© Reinforced Throughout 








MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 
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STADIUM BOOTS 


ee ere 





=~ 





Searce Item — Buy Now! 


BROWN COWHIDE 


— 






Toasty—Warm 
‘LADIES’ 
STADIUM BOOTS 


immediate 
Delivery 










$5.65 
Sizes: 4-8, 5-9 


Packed 12 prs. 
te case 


Zipper Style 


Full Sheep Collar 
Write for Folder 


CONJOR SHOE COMPANY 


287 Broadway New York 7, N. Y. 
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St. Louis Firm Acquires 
New Building 





ST. LOUIS, MO.—C. D. P. Hamilton, 
ill, tat left) of the Hamilton, Scheu, 
Walsh Shoe Company, is shown receiv- 
ing the keys to the firm's recently ac- 
quired new factory building at 2107 
Lucas Street here. Officials of the Emer- 
son Electric Company are making the 
presentation. The factory was originally 
built for the McElroy Sloan Shoe Com- 
pany and has 80,000 square feet of 
space. 





Atlas Acquires 
Pennsylvania Factory 


HARRISBURG, PA.—Expansion of the 
former Hausman Shoe Manufacturing 
Co. plant here recently acquired by 
the Atlas Shoe Manufacturing Co., has 
been announced by Harry B. Ward, 
general manager. The Atlas company 
is headed by Harry Bour. 

Present plans call for a gradual but 
definite increase in the production out- 
put and the working force, Mr. Ward 
reported. Fred Albrecht, formerly with 
I. Miller in New York, has been named 
plant superintendent. 

Factory additions begun by Max 
Hausman, who acquired the plant last 
year, will be completed by the new 
owner. Presently employing 235 people, 
Atlas will continue the manufacture 
of girls’ and women’s sport welts. 

The plant was established in 1907 
by the late Thomas V. Devine, Sr., and 
Joseph P. Yungel, and was known as 
the Devine and Yungel Shoe Manufac- 
turing Co. 





Shoe Manufacturer 
Celebrates 83rd Birthday 


Brooktyn, N. Y.—Julius Altschul, 
one of the deans of the greater New 
York shoe manufacturing fraternity, 
celebrated his 83rd birthday, May 31. 





President of Julius Altschul, Inc., he 
founded the firm 47 years ago and is 
still active in the direction of the com- 
pany. 

Members of his family and a host 
of friends paid congratulations to Mr. 
Altschul on the passing of this mile- 
stone. 





To Honor Head of Slipper 
And Play Shoe Group 


New YorK—Philip Sobel, president 
of the National Slipper & Play Shoe 
Manufacturers Association, will he 
honored for his service to that group 
at a testimonial dinner, June 18, at the 
Waldorf-Astoria. One of the ass~.ia- 
tion’s organizers in 1936, Mr. Sobel 
became the group’s first president in 
19388 and has retained the office since 
that date. He was instrumental in 
placing an association member on the 
advisory board of WPB during the 
war and has been the group’s leader 
in the negotiation of labor contracts 
and in other dealings with the union. 

Mr. Sobel, who is the head of Form- 
fitting Slipper, Inc., Brooklyn, N. Y., 
will not be a candidate for reelection 
when the association names new officers 
at a meeting later this month. 

Chairman for the affair in Mr. 
Sobel’s honor is Michael Schlansky, of 
the Cornelia Footwear Manufacturing 
Company. 





Features Leather as Oldest 
Raw Material 


Concorp, N. H.—Brezner Tanning 
Company’s eye-catching historical pres- 
entation attracted throngs of inter- 
ested neighbors, as the many New 
Hampshire industries presented their 
stories at Concord, the state’s capital, 
on May 24-25. Historical shoe models 
and informative posters, high-lighting 
its progress through the five shoe ages, 
told the story of leather, man’s first 
clothing and still one of the principa! 
raw materials for apparel. It was em- 
phasized that leather, after 2,000 
years, is supreme over all attempts to 
find a substitute. 

Equally fascinating were the opera- 
tion of the tannery laboratory, and 
models of modern nationally adver- 
tised shoes of Brezner Leather by 
fourteen of the nation’s leading manu- 
facturers. There were also handbags 
and other finished leather accessories 
to acquaint the people of New Hamp- 
shire with the relation of the Brezner 
Tanning Company to this nation’s 
economy as well.as with the many na- 
tionally known companies using the 
firm’s famous leathers. 





Move Offices 


New York—Offices of J-Internation- 
al have been moved to Suite 3120, in 
the Empire State building here, accord- 
ing to an announcement by Daniel S. 
Griffin of the company. The move was 
completed last month. 
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MEN'S SLIPPERS 


SO OO oe Oe Or Or OF Ler er er er 





(_ MEN'S SLIPPERS 





Men's brown 
imitation leather. Everett 
flexible duPont Texon. 
Sole wears longer than 
some leather. Fully lined. 
Rubber heels. Sizes 6 to 
11, whole sizes only. 


AT ONCE 
DELIVERY 


Price $1.12 


PLUS 24% TERMS NET 30 DAYS 
—<=__—_——— a 


L. OSHEA 


\ te sen ST., BOSTON, mass. / 
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INDIAN MOCCASINS 
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MAAAAAAAAAAAAAAAAAAAAAAAAAZ 


Women's Indian Moccasin 


Leather Slippers, smartly 
trimmed with fur and beads 
. « « Rich colors . . . sizes 


$2.10 
SMOOTH ELK 
C-16 Brown 
C-I7 Red 






$7.90 

FULL MOROCCO 
CVROME 
C-18 Wine 
C-19 Blue 


Charles Spiegel Co., Inc. 


DEPT. B SALEM, MASS. 








QUALITY FOOTWEAR SINCE 1914 
Eee erre 


June 15, 1946 








Named General Manager 
Of Sbicea Del-Mac 


New YorK—H. B. Delman, president 
of Delman, Inc., and director of Sbicca 
Del-Mac, Inc., has announced the ap- 
pointment of James F. Fitzsimmons to 





JAMES F. FITZSIMMONS 


be general manager of the Sbicca Del- 
Mac Corporation. 

Mr. Fitzsimmons has been in the 
leather business since 1907. Originally 
from Boston, Mass., he was formerly a 
New England manager for the Charles 
A. Schieren Company. A co-inventor 
of the Fitz-on Replaceable Heel Top, 
he operated the business until the war 
started. Mr. Fitzsimmons will be lo- 
cated in the Empire State building. 





New Shoe Factory in Missouri 


STEELE, Mo.—A shoe factory, ex- 
pected to employ about 300 people with 
an annual payroll in excess of $300,000, 
is to be established here and should be 
in operation before the end of the year. 
Final agreement has been made with 
Kopman-Woracek Shoe Manufacturing 
Company of Flat River, Mo., for estab- 
lishment of the business. Residents of 
Steele have agreed to furnish the build- 
ing from a $82,000 factory fund re- 
cently raised. 

The first major industry sought in 
Steele, the new payroll is expected to 
augment the farming business in Pemi- 
scot county. The plant will contain ap- 
proximately 25,000 square feet of floor 
space and will manufacture ladies’ and 
girls’ shoes of service type. 


Leather Company Shows 
Six-Month Profit 


New YoORK—The United States 
Leather Company, headed by H. M. 
McAdoo, has released a financial state- 
ment for the six months ended April 
30, 1946, showing a net income of $246,- 
474.51. This figure is-after all charges 
have been deducted. 


Weaver Leaves Brauer Bros. 


Sr. Louis, Mo.—Ed Weaver resigned 
as secretary and comptroller of Brauer 
Bros. Shoe Co. on May 15th. He had 
been with the firm for twenty-five 
years. During that time he served for 
many years on the Labor Relations 
Committee of the St. Louis Shoe Manu- 
facturers’ Association, acting as chair- 
man for the past few years. 

After a vacation Mr. Weaver plans 
to establish a manufacturers’ agency 
in St. Louis. 

Nicholas Just succeeds Mr. Weaver 
at Braver Bros. as secretary and 
comptroller. He will also be in charge 
of the company’s labor relations. 
Holder of the degrees of AB and LLB, 
Mr. Just served with the F.B.I. during 
the war. 





Tie in Window Contest 
With Foot Comfort Week 


Cuicaco, Itu.—Scholl Mfg. Co. is 
sponsoring a window display contest, 
as part of the 30th annual Dr. Scholl’s 
Foot Comfort Week promotion to be 
observed the week of June 22 through 
29. Shoe dealers are invited to partici- 
pate in the contest by installing a win- 
dow display of their own devising. 
Three prizes will be awarded in each 
of 23 territories for the most effective, 
sales-compelling window displays. 

The trims for the windows are to be 
made of Dr. Scholl’s merchandise, dis- 
played in any way the dealer desires. 
Details of the contests may be obtained 
by writing directly to the company. 

Scholl Mfg. Co. is backing the week 
with advertisements in magazines of 
general interest and circulation, in Suné 
day supplements, and by paid editorial- 
type column space in shoppers’ col- 
vmns. Advertisements will be broad- 
cast over leading radio stations. 





Tanner Has New 
St. Louis Representative 


PHILADELPHIA, Pa.—Dungan, Hood 
& Company, Inc., kid leather tanners, 
have announced that they are now be- 
ing represented in the St. Louis terri- 
tory by Allen & Stis, 1433 Locust Street, 
St. Louis, Mo. The affiliation became 
effective June 1. 





To Make Women’s Style Shoes 


Los ANGELES, CAL.—Toni Teller, Inc., 
has entered into the manufacture of 
women’s shoes, here. The new firm, 
whose production will consist of style 
footwear for the $12.95 retail market, 
is headed by Charles Wilpan. 

Mr. Wilpan, former president of 
Ropeez, and recently sales promotion 
manager of Mercury Footwear, has re- 
turned to civilian activity from three 
year in the United States Navy, where 
he served as lieutenant. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











NEW YORK STATE 
SALESMAN 


The manufacturers of one of Amer- 
ica's leading lines of Men's Shoes 
(better grade) offers an excep- 
tional opportunity for a salesman 
to cover the State of New York, 
excluding New York City and Long 
Island. Must be experienced; a 
worker; of good personality; with 
a successful record among retailers 
in the area. Commission basis. 
Write in confidence, giving com- 
plete details about yourself, your 
past and present performance. 


Address 107, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


TRAVELING SALESMEN 


25-35 YEARS OF AGE 

One of the largest and best known Rub- 
ber Footwear Manufacturers is now ac- 
cepting- applications for positions on its 
fast growing, aggressive sales force. 
Write in confidence outlining your ex- 
perience and qualifications. Retail sell- 
ing experience is helpful, but not essen- 
tial. 


Write: Manager, Sales Personnel, 


e/o Box #58, BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















ANTED, SALESMEN: In all States to 

sell shoe and department stores Sasco Cus- 
tom-Bilt Arch supports. Our full time salesmen 
are earning from $100 to $150 per week. Side- 
line men up to $75. Write giving references. 
For full particulars—SWANT ARCH SUP- 
ig COMPANY, 169 E. Sixth St., St. Paul 
1, Minn. 





ANTED, SALESMEN, to represent Whole- 

saler and Manufacturer. Fast line of Chil- 
dren’s Shoes, Men’s, Women’s and Children’s 
Slippers. Write reference and territory covered. 
Address #99, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN WANTED, to travel Michigan, 

Iowa. Ohio, Kentucky, Nebraska, on straicht 
commission basis with full line of Men’s, Wo- 
men’s and Children’s Shoes and Slippers. Give 
Past record and references. Address Box #103, 
care Boot and Shoe Recorder, 209 So. State 
Street, Chicago, III. 





SALESMEN WANTED 


for high grade branded line of Leather 
Casuals, Evening Slippers, Sandals and 
House Slippers for men, ladies and chil- 
dren. 

Following territories: 


Virginia West Virginia 
Ilinois Wisconsin 
Minnesota Michigan 
Mississippi Missouri 


Western part of Tennessee 
State references, age, past experience 
and present line carried; send recent 
photos. Only experienced men with per- 
sonality, initiative and self confidence 
should apply. We have following in the 
above mentioned States. 


Fred Jacobs Shoe & Slipper Corp. 


200 Church Street 








New York 13, N. Y. 





ANUFACTURER OF QUALITY SHOE 

POLISH LINE seeks aggressive experi- 
enced salesmen who have connections with Job- 
bers, Chains, Department Stores and Retail 
Trade. Choice exclusive territories throughout 
the country are available. Complete line. This 
is an expansion program capitalizing on popular 
acceptance of product. Nationally advertised. 
Attractive commission plan. Give full details, 
in strictest confidence. Address #102, care 


.Boot & Shoe Recorder, 100 East 42nd Street, 
- New York 17, N. Y. 








EXPERIENCED SALESMAN 
FOR NEW ENGLAND 
Wanted by well established New 
England Wholesaler and “DISTRIBU- 
TOR OF NATIONAL LINE OF RUB- 
BER AND TENNIS FOOTWEAR". 
Also to sell in-stock line of men's 
dress and work shoes, and a diversi- 
fied line of growing girls’ and chil- 
dren's shoes and slippers. Good list 
of active accounts. Excellent oppor- 
tunity for the right man. Send de- 
tailed information which will be held 


strictly confidential. 
Address: Box #B-105, c/o BOOT AND SHOE 
RECORDER, 10 High Street, Boston 10, Mass. 








SALESMEN WANTED 


line of Playshoes and Cas- 
uals in following territories: Indiana—Wis- 
consin — Minnesota — lowa and New Jersey. 
All replies confidential. Write, giving com- 
plete details to 

SAMBROS OF HOLLYWOOD 
1440 Broadway New York, N. Y. 


for fast sellin 

















SALESMEN WANTED—on commission_basis 
—by manufacturer of outstanding line Plastic 
Shoe Horns, Hosiery Trays, Shoe Stands and 
Fixtures. Full time or side line. Several terri- 
tories open. Write full details, experience and 
contacts. Confidential. Address #65, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 


FOR PROTECTED STATE TERRITORIES 
by manufacturer of quality shoe display fix- 





tures. Excellent commission proposition. Give 
territory covered and other qualifications in 
first letter. PLASTIC TREND —176 LIBERTY 


—PONTIAC, MICHIGAN. 





SALESMEN WANTED 
SIDELINE 


SIDELINE “NATURAL” FOR LIVE- WIRE 
SHOE SALESMEN, ALL TERRITORIES. TRIPLE 
KNOCK-OUT LINE OF PLEXI-GLASS SHOE 
DISPLAY FIXTURES. K.O. IN APPEARANCE 
AND CONSTRUCTION; K.O. ON PRICE AND 
K.O. FOR COMMISSIONS. IF THiS LINE 
DOESN'T SELL YOU WE WON'T TRY TO. 


Address 97, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SIDE LINE SALESMAN: “Casuals”— re 
tail $3.00 to $6.00; large New York Dis- 
tributor has territories open: Pittsburgh, Detroit, 
Chicago, Middle West and South. Commission 
basis. Write full particulars. Address #117. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 





WIDE TERRITORY—New York, Pennsylvania, 
New England, Washington, Baltimore. Whole- 
sale distributor, supported by National ad- 
vertising, needs experienced man to take 
side line of high-grade Casuals and Slippers. 
Prefer New York man in Marbridge Building. 
Also can use men from other cities. 
Address 109, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














AGENTS WANTED 





AGENTS WANTED for North West, Cali- 
fornia, Texas, and South for retail B 
Line. Fast selling numbers. Prompt deliveries. 
One who covers best grade trade preferred. 
Address #76, care Boot & Shoe Recorder, 10 

High Street, Boston 10, Mass. 





for each insertion. 
at the word rate. 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a wo-d under any of our classified headings. Minimum rate is $1.80 
When a box number is desired, addressed t> any of our offices, 12 words must be added for this and charged 
If advertiser’s own name and address is us:d, count each word (street number is one word) at word rate. 
Classified advertising is payable in advance. Send check or money’order with your copy. No accounts are opened for classified 
advertising except for regular advertisers on contract. 


The rate for ali displayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 


= Advertisements for this page must be in our New York Office 10 days preceding publication date 
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LINE WANTED 


LINE WANTED 











NATHAN STRAUSS of MIAMI, FLORIDA 
P. O. Box 1887 
MIAMI il 
would like TO ADD ONE LEADING MANUFACTURER’S 
LINE to represent in the SOUTHERN STATES. 
SHOES SLIPPERS 


I am representing the Recordia Mfg. Co. 
Kindly contact my home address. Thanks. 


I am willing to visit you. 


NATHAN STRAUSS 











SOUTHERN CALIFORNIA 
Manufacturers Representation of Men's, 
Women's, Children's and Sport Shoes. 
Be represented by established concern 
with contacts in all major department 
and shoe stores. 


CALIFORNIA SHOE ASSOCIATION 
1532 S. Meadowbrook Ave., Les Angeles 35, Cal. 





EXPERIENCED SALESMAN seeks shoe 

manufacturer’s line for New York City. 
Address #93, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


EPRESENTATIVES WITH ST. LOUIS 

OFFICE are open for lines of shoes. Well 
acquainted with large Chains, Jobbers, and 
Retail Outlets. Address Box #98, care Boot 
and Shoe ee, 1221 Locust Street, St. 
Lows 3, Mo, 


INE WANTED FOR CENTRAL AND 

EASTERN NEW YORK STATE. Can 
include Western part of Massachusetts and Ver- 
mont. Thorough travel experience with good 
lines. References. Address #114, care Boot 

Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 





WANTED TO PURCHASE 


WANTED TO PURCHASE 








1215 Washington Avenue—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


Central 4898 








BARIS BUYS 


Quality Shoes for Men, 
Women and Children 


FOR CASH. 
BARIS SHOE CO.., Inc. 
w 2-8180- 


Orth ‘ 
79-81 Reade St., New York 7, N. ¥ 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 


FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6378-9 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


+ ead Shoes for Men, Women and 
FOR CASH 


BROITMAN-GAFFIN SHOES, ms. 
147 Duane Street, New York 7, N. 
Telephone: Worth 2-4548 


Chil 


CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
98 DUANE ST. NEW YORK 7, N. Y. 





Telephone WOrth 2-2515 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 











June 15, 1946 





Paluty SHOE STORE WANTED, located 

in Pennsylvania, Delaware. Maryland, District 
of Columbia or Virginia. Cash Deal. Address 
#95, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 
1a +e $f 
; Png MARbet Thee 


ati a | 











WANTED TO PURCHASE 


DANIEL GREEN “OUTDORABLES” 1 
pair or 1000. Will pay full invoice price. 
Any and all styles. Ship express. Remittance 
airmailed same day shipment arrives. Gillespie 
Shoe Company, Fergus Falls, Minnesota. 


GET TOP VALUE 
In Selling Your 
e SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phene — LOMbard 2062 














$500. REWARD! 


To the person sending me the name of a 
Shoe Store in Northern Ohio or vicinity 
that might be for sale. Reward paid on 
consummation of sale. 
Address 100, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SMALL SHOE FACTORY for Stitchdowns 
or Welts. Address Box #104, care Boot and 
Shoe Recorder, 209 So. State Street, Chicago, 
I. 


SHOE STOCK WANTED, Men’ s. Women's 
or Children’s. Will consider short term lease. 
CORWIN | 
York, N. 


WANTED TO BUY 


Shoe Store within 250 miles of 
Chicago, doing over $35,000; cash 
deal at 100°/, on clean stock. 


Write Brx #115, ¢/o BOOT & SHOE RECORDER 
209 So. State Street, Chicage 4, Ill. 


153 Greenwich Street, New 














PRIVATE PARTY WANTS TO BUY FOR 
CASH, Family Shoe Store, in Illinois, Iowa, 
Michigan or Wisconsin. Give complete details. 
Address Box #113, care Boot and Shoe 
Recorder, 299 So. State Street, Chicago 4, Ill. 





FOR SALE 








G. |. Navy Raincoats, $3.85 each; Battle 
Jackets, $9.00 each; Gob Hats, Pea Jack- 
ets; Steamer Trunks; Cots;.Surplus Work 
Clothing; Shoes. 
Ss. J. SMALL CO. 
1209 Broadway, New York, N. Y. 


FOR SALE 
EMBOSSING PRESS 
21 x 27", Adjustable Daylight Pul- 
ley Driven, Automatic Stop. 


Address 112, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















WANT TO LEASE 


A FAST GROWING SHOE CHAIN wants to 
lease Ladies’ Shoe Departments in stores 
within the radius of 500 miles of New York 
City. Address #96, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


LEADING BOYS’ AND MEN’S CLOTHING 
STORE IN SYRACUSE, New York. 100% 
location—on main street—space available to 
lease on percentage basis for Boys’ and Men's 
Shoe Department. Address #108, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 
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HELP WANTED 


POSITION WANTED 








FABRIC FOOTWEAR 
PATTERN dj DESIGN MAN 


With complete knowledge of Pat- 
tern making and grading in Cali- 
fornia process. Fabric Footwear 
background helpful. Ability to work 
out style details, follow through on 
production and direct activities of 
others essential. An excellent fu- 
ture with one of the largest manu- 
facturers in the field expanding its 
fabric footwear business. Location 
Midwest. Write in confidence giv- 
ing complete information on past 
experience in first letter, including 
salary requirements. 


Address 116, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








FLOOR MANAGERS 
WITH OPPORTUNITY TO BECOME 
FUTURE SHOE BUYERS 


for better Women’s and Children’s 
Shoes. Thorough fitting knowledge 
required. Women’s. Shoe Managers 
must have experience in shoes from 
$7 up. State experience fully. 


Address 110, care BOOT & SHOE RECORDER 
1 Fact 42nd Street, New York 17, N. Y. 











SALES PROMOTION MAN 


immediate opening for young man, 25-35, 
in newly organized Sales Promotion De- 
partment in large, well-established, well- 
known Midwest Footwear Manufacturer. 
Extensive previous advertising experience 
not required, but a well-grounded knowl- 
edge of Shoe Store operation and shoe 
merchandising, coupled with good, sound 
merchandising ideas, and the ability to 
write good copy are essential. Duties will 
include writing copy for dealer House 
Organ, maintenance of mailing list, 
preparation of salesmen’s helps, catalogs, 
mailing pieces, etc. 


Prompt consideration will be given your 
application if it is complete and specific 
as to past experience and your qualifica- 
tions. Write in confidence to: 
MANAGER, PERSONNEL 


Box #111, ¢/e BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














BUSINESS OPPORTUNITY 











REPRESENTATION — PHILIPPINES 
We wish to represent American manufac- 
turers and exporters of Shoes, on commission 
basis. Also buying for own account. Bank 
references; Nederiandsch Indische Handels- 
bank, N.V., Manila, Philippines. 


YANG WEN YING & SONS 
909 ALVARADO EXTENSION 
MANILA, PHILIPPINES 








OGRESSIVE YOUNG SHOE MAN de- 

Sires position with an established manufactur- 
ing firm. College training in Business Admin- 
istration, Accounting; Familiar with Production 
and Cost Control problems. Address #101, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





M PRICE FAMILY SHOE STORE—know 
all phases of store operation, inc.uding window 
trimming. H. GREENE, 45 Church Street, 
Patchogue, New York. 


FOR RENT 


SHOE DEPARTMENTS FOR RENT in Pop- 
ular Price Ladies’ Ready-to-wear Stores 
located Atlanta, Ga., and Roanoke, Va. 100% 
locations. Address #106, care Boot & Shoe 
ro 100 East 42nd Street, New York 17, 











MERCHANTS' NEEDS 
FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





Reller type device 


FOOT COMFORT easils 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 

Special combination offer $32.50 (fluids 

included in above prices). 

Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Gist Street, Indianapolis, Ind. 





Broad Shoe Price Rise 


To Await Studies 
[CONTINUED FROM PAGE 95] 


side the tanneries and certain fringe 
increases. In determining the mini- 
mum amount of increase which would 
be required to cover added wages costs, 
OPA figured the actual wage increases 
incurred by specific leather tanners, 
weighted this cost in terms of the sales 
volume of these firms, and spread the 
resultant increase factor over the in- 
dustry as a whole. 

4. Increases in costs of tanning ma- 
terials: Prices of a number of im- 
portant tanning materials have gone 
up, either as a result of price increases 
granted by OPA or suspension from 
price control. Some indirect material 
increases also had to be taken into ac- 
count, such as prices of fuel which have 





MERCHANTS’ NEEDS 








To display, arch 

and branded 

Shoes. Always re- 

mains in upright 

position. Made of 
SHOE steel sey Alumi- 

num or Brown 
Hover. finish. 

V2 Dozen ...... $2.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











\PADVERTISING 
tpi 
onl CU ppugs 


—here’ how to get 
More Business! 


HE Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 

ou want; wholesalers usually request 

+ retail ads; manufacturers usually 

want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings js the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World’s Largest Advertising Service Organization 
342 Madison Ave., New York City 

Please tell me more obout your news- 


paper ad clippi service and special 
short term trial offer. 














either gone up or will be increased in 
the near future. 


United Kingdom Reports 


On Footwear Export 


Exports of footwear from the United 
Kingdom during the last quarter of 
1945 totalled 81,529 pairs. 

The total was distributed as follows: 
55,325 pairs of men’s shoes, 9,447 pairs 
of women’s shoes, 8,466 pairs of chil- 
dren’s shoes (all made entirely or 
chiefly of leather) ; 4,875 pairs of over- 
shoes, slippers, house shoes, and san- 
dals made of materials other than 
rubber; 1,913 pairs of boots, bootees, 
shoes, overshoes, slippers, and sandals 
made entirely or partly of rubber; and 
1,503 pairs of boots, bootees, and shoes 
manufactured from materials other 
than rubber or leather. 


Boot and Shoe Recorder 





